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Concerted Action 
To Increase Values 
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Show Customers New Styles To Speed Up Fall Selling 


The most important legal decision to | Smart Fall Styles for Girls To Be Shown at New England Show. . 
date on Design Patents appears in this 
issue. The first great legal point was Custom Last Types for Men Trend of Style for Coming Season... 
scored by an attorney who established age 
a principle that in design patent litiga- Balance Your Budget By Buying in Boston 
tion the defendant “should be sued in | The Editor’s Outlook By Arthur D. Anderson 
his own district” through motion to 
squash service of subpoena ad respon- | Shoes for Golf and Country Club What Society Wore at National Open 
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THERE’s no gamble with Foot Delight. Here is a line whose popularity has been proved season sp 
after season in the stores of successful merchants in practically every city. And the new line for the 
autumn of '32 maintains the Foot Delight standard not only in its sound styling but in correct price 
arrangement. Our whole proposition for fall has been received with greater enthusiasm than any pre 3 
vious one. Foot Delight merchants are supported by an in-stock service which is truly remarkable 

The new catalog, now being prepared, is evidence of the most complete merchandising suppor a“ 





; P 
ever offered in connection with shoes to retail at prices of approximately $6.00 to $7.50 
Bancroft Walker Company, Boston, Massachusetts. 
Women are finding in Foot Delight "8 No ordinary shoes are these. They i 
a blissful ease and buoyant step in . | represent something new and radi: gt 


cally different. Foot Delights ar wi 
| made according to a new shoe in 


the kind of shoes they love to 
wear. Foot Delights win new cus- 


tomers and hold old ones. They making technique. Their wonder. 





build permanent business of the ful features are exclusive and pro- 








most profitable kind. __ tected by patents. ex 
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July 2, 1932 


The VOICE of the TRADE 


The big championship 


fight may have been between a 
couple of tired business men but it 
did bring out 72,000 persons. It 
was a boxing exhibition secondary 
to the sartorial exhibition. 

For the first time in the history 
of boxing, the audience was most- 
ly in sports attire. In the strong 
floodlights, the feet of the fans 
revealed at least 50,000 pairs of 
sport shoes. Fight audiences are 


dressing up and the old sweater 
“pug” has gone forever. 

The National Golf Open Cham- 
pionship rated almost a 95 per cent 
sport shoe gallery. 

The turf meets have never been 
more colorful in sports apparel. 

Every indication points to the 
greatest sport summer on record 
with a natural peak to sport shoe 
interest at the Olympics in Los 
Angeles. There is nothing seri- 
ously wrong with a country when 
tens of thousands of people find 
expression through apparel for the 
appreciation of sport-time. 

The arts of leisure, for those 
who are not taking enforced 
idleness, indicate that man and 
womatkind are more and more 
summer-conscious and that when 
things get better financially we are 
headed for still higher peaks in 


footwear. 
x ok * 


Pres. Harold C. Keith, 
of the George E. Keith Co., manu- 
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facturers of Walk-Over shoes, on 
his return from‘a five-week tour 
of the continent last week declared 
that while conditions in England 
appear to be considerably im- 
proved, general business in France 
may be regarded as very discour- 
aging, especially in the shoe field, 
with practically no market except 
the extremely low priced shoe. 

He stated it was extremely un- 
fortunate that there is no com- 
mercial treaty between France and 
this country, which compels Amer- 
ican manufacturers to pay the 
maximum duty, which is over 50 
per cent ad valorem. At Paris he 
conferred with officials of the 
American embassy w:th a view to 
their efforts to have the duty re- 
duced to the same rate other coun- 
tries enjoy. 


The retail shoe trade 


promises to be well represented at 
the coming Olympic games with 
Al Katchinski, well-known Pacific 
Coast retailer listed as the official 
starter for track events—a sport in 
which he has taken a life-long in- 
terest and one in which he excelled 
in his early years when he hung up 
many records on the cinder path. 
_-s 


* 
Meivin L. Straus, 


vice-president, Straus National 
Bank, Chicago—declares: ‘The 
American buyer today is essentially 
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an advertising-minded purchaser. 
He gains both confidence and de- 
sire from the printed word. Con- 
fidence is the only missing element 
and normal advertising will re- 
store this factor. Among the slack- 
er dollars that should be returned 
immediately to work, the hoarded 
advertising dollar ranks almost 
first on the list.” 
* * * 


HEY— THE WARS 
OVER ! 


TC 
(A 


Joseph H. Appel, 


of John Wanamaker’s, New York, 
believes that : 

“One trouble with the United 
States today is that the people are 
too cold sober. We’re still living 
in the ‘morning after.’ Everything 
looks blue. We’re in the dumps. 
We have a headache. Never again 
will we go on a spending spree like 
that of a few years ago. Well, let 
us hope we don’t. 

“But aren’t we overdoing our 
penitence? Isn’t it about time to 
loosen up a little, to smile a little, 
to have a little more faith; faith in 
ourselves, that we have had our les- 
son and won’t be so reckless soon 
again; faith in the people of other 
countries, that they too have 
learned their lesson?” 

* * * 





Spay Mann, 
of the Symonds Dry Goods Com- 
pany, Butte, Mont., rates A-1 in 
shoes and golf. He is welcome on 






















































all “fairways” not only because of 
his love of the ancient Scottish 
game but for the fact that he never 
leaves on a trip without his set of 
clubs and a handsome all-leather 
bag—token of his Hub friendship. 

While Mann’s game has rarely 
been under a hundred, Buford 
H. Jones of Dunn & McCarthy, 
Auburn, New York, claims Syd- 
ney is well up with the money 
players when it comes to “dressing 
for the game”—stepping aside only 
for Johnny Farrel or possibly 
Gotham’s fashion plate mayor. 

* * * 


the all white oxford 


is the leading sports shoe in a well- 
known Boston men’s store. It’s 
the smart and dressy shoe for the 
Summer season, according to the 
manager. It’s preferred for wear 
with white flannel trousers, 
“slacks,” etc., for Summer attire. 
While sales of all white oxfords 
are increasing in this store, sales of 
brogue style oxfords, of heavy 
leather, are declining. These sold 
well in former seasons, when men 
wore golf breeches and golf stock- 
ings of wool. This heavy, doggy 
attire is giving place to the lighter, 
neater and cooler attire, and shoes 
are changing accordingly. 


* * * 








A mammoth birthday | 


cake, with one hundred candles 
thereon, marked the great anni- 
versary of the P. G. Walker shoe 
store of Somerset, Ohio. The 
entire town came in for the celebra- 
tion on Saturday evening, June 
25th, and everybody enjoyed a 
piece of cake. 

The Walker’s have kept a shoe 
shop in the same location for one 
hundred years. For a live slice of 
time the store was advertised by 
the “Sign of the Big Shoe”—an 
enormous cutout dominating the 
front. P. G. Walker and his son, 
Joseph D. Walker, now carry on 
the tradition of Walkers in service 
to “walkers.” 








UNKNOWN QUANTITIES 


—‘“Can you tell me whether the Oblivion 
Shoe Company is still in business or not?” 

—Similar requests for information are re- 
ceived at this office almost every mail. 

—Just as often as not the Oblivion Shoe 
Company is in business. 

—But it is an unknown quantity to the 
great majority of shoe merchants the 
country over. 

—Nobody has to make inquiries as to the 
existence or whereabouts of a manufac- 
turer who advertises. 

—It pays to advertise. 


Zoct 6TEE | 


President. 








The congratulations of the trade 


are in order. 
* * * 


Datias retail merchants 
report a sharp decrease in returned 
goods losses. The public was 
frankly asked to help the mer- 
chants through careful buying and 
selection. Uniform rules governing 
permissible types of goods to be 
returned; time limits for returns, 
etc., were agreed upon. One store 
reported a 50 per cent reduction in 
returns through more careful sales 


decisions at the time of purchase. 
a 


"Te Flatbush Chamber 


of Commerce has asked for a New 
York City ordinance requiring 
that individuals or corporations 
conducting sales be forced to file 
a certificate of responsibility. The 
association has the indorsement of 
a number of business organiza- 
tions. Here’s the plaint: 

“In probably the great majority 
of instances the so-called outlet and 
bankruptcy sales are altogether 
fake. If legitimate, the original 
merchandise is heavily padded with 
acquired stock of inferior quality 
on which a good profit is realized. 
In other cases manufacturers are 
renting these stores for emergency 
sales to realize on surplus quanti- 
ties of merchandise, demoralizing 
values to the great injury of the 
legitimate retail trade on whom, 
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under normal conditions, they mus: 


depend for their maintenance.” 
* But 


Herbert J. Rich, 
of Washington and vice-president 
of the Middle Atlantic Shoe Re- 
tailers Association, has taken the 
initiative in requesting rubber an: 
slipper houses to adjust their sizc 
runs on children’s shoes to con- 
form with the new schedule an: 
classification as recommended by 
the National Joint Styles Confer- 
ence committee. The leading 
rubber companies have informe: 
him of their readiness to cooper- 
ate and have their size runs prop- 
erly adjusted. The important 
point in the recommendations is 
that the children’s run should in- 
clude size 12 and the misses’ run 
should be from 12% to 3. 


* * * 


HE TRIES THE 
HEAD —— 
WE'LL WORK 





The best salesman of 
the British Empire—the Prince oi 
Wales—leads a drive to cover the 
heads of all Englishmen with straw 
hats for summer wear. He first 
sold his brother, Prince George, 
who walks the Strand in a 
“boater.” The Prince of Wales 
jocularly waved his hat to a man 
on the pavement who was wearing 
a “strawyard.” The hope is that 
by the Prince’s promotion 5000 
idle men in straw works will find 
midsummer employment. 

Having no prince apparent in 
America, every college man will 
find himself a prince of good fel- 
lows by stepping into feather- 
weight shoes as a midsummer extra 
pair. 

x * * 


Testing goods for 
quality is a new and growing idea. 
The United States Bureau oi 
Standards reports that it is not in 
a position to inform the public o/ 
the relative merits of merchandis: 
in over-the-counter trade. The 
Government may test shoe leather: 
and other commodities in commot 
use but only for Government pur 
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poses and indirectly to assist man- 
ufacturers in the general improve- 
ment of such merchandise. 
Congress has not authorized the 
Bureau to perform such activities. 
Such information to be of value 
would have to be revised from day 
to day and its proper interpretation 
to the public would also present too 
great a difficulty. 
* 


* * 
Matching shoes. 


Raymond’s, a celebrated bargain 
store in Boston, featured a game 
of matching shoes last week— 
which certainly drew a crowd of 


men, to say the least. A pile of 
single shoes was stacked up on a 
table and renewed from time to 
time. The collection included most 
everything from slippers to riding 
boots. Bear in mind the shoes were 
not stacked up in pairs but in 
single shoes. It may be that there 
were some mates among them, and 
it may be that there were not. 
The object of the game was to 
mate up shoes in pairs as nearly 
alike as two shoes could be. The 
price was 25 cents, if one chose a 
single shoe and 50 cents for two 
shoes in case a man matched up a 


pair to his own satisfaction. 
: 


A leather concern, 
eager to promote the sale of soles, 


recently advertised that 18,908 
steps every day is the total of the 
average person as he goes this way 
and that about his affairs.” 

Call it 20,000 for easy reckon- 
ing. If the average person, pro- 
viding there is any such individual, 
takes a step of 15 inches, then he 
will travel 300,000 inches in a day 
—a scanty mileage. If he takes a 
step of 20 inches, he will travel 
400,000 inches. And if his gait is 
25 inches, then he will advance 
500,000 inches. 

An astonishing distance in the 
total. But only a trifling distance 
in the length of the step. Maybe 
that’s something to interest the 
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pavement pounder, and the buyer 
of good shoes. 
e «+ 


Miss Rhea Nichols, 


stylist for Allied Kid Company, 
observes an increased tendency for 


-shoes of better quality on the Pa- 


cific Coast. The revolt against 
cheapness (not to be confused with 
lower prices) in shoes is gaining. 
Women are demanding a new 
measure of quality in their foot- 
wear, something more substantial 
than just eye appeal, according to 
Miss Nichols. 

“TI found evidences everywhere 
of new footwear standards of 
quality,” she declared. “Women, 
from bitter experience, have be- 
come tired of junk. This senti- 
ment is being reflected in the fall 
buying plans of shoemen. 

“Merchants who have eliminated 
antiquated policies and adopted 
plans based upon this new level 
of shoe merchandising, have a 
hopeful but confident attitude 
toward the upward trend in busi- 
ness. 

“One important fashion note 
that is having full acceptance on 
the coast is a positive vogue for 
tailored clothes. The informal 
costume is giving emphasis to the 
semi-tailored types of shoes, which 
pays tribute to oxfords—from two 
to five eyelets. Shoes of this type 
have resorted to surface finishes 
of materials for their contrast and 
not color. Recognizing within this 
scope a many-purposed shoe, the 


Shoe manufacturer’s wife (on African hunt) : 
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buyers of the Pacific Coast have 
provided well in their buying pro- 


gram.” 
x * 


Seven eyelet oxfords. 
Several new sample lines, now be- 
ing made up in the women’s nov- 
elty trade, provide for seven eyelet 
oxfords. The style is intended for 
fall. That’s an uncommon number 
of eyelets. The oxfords, of course, 
are high in the front. Most of 
them have tongues. The eyelets 
are of the visible as well as the in- 
visible types. The samples are 
made of a number of different 
leathers. It’s possible that the 
fashion of Wales oxfords, with the 
extra long laces, may have 
prompted this thought of the seven 


eyelet oxfords. 
* * * 


Some new shoes 
are made of patent leather, punched 
with small holes, some of pin prick 
size and some of awl hole size. 
The tanner does the punching. 
Some use this stock for making 
ventilated shoes, which are unlined. 
Others use an underlay of white, 
and so get a black and white effect. 
A few venture to stitch lines of 
thread between the lines of punch- 
ed holes. 

‘i 2 
One of our Canadian subscrib- 
ers writes: “Believe it or not, there 
hasn’t been a single bank failure 
in Canada during this period of 
depression. 


=z 
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“For goodness sake, Winthrop, don’t let it get 


away! Think of the exclusive shoe pattern possibilities!” 
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This original window display gave a news interest to Cammeyer’s announcement of a new price line. 


Cammeyer Solves a Price Problem 


How aFamous New York Shoe Firm Met the De- 
mand of Many of Its Customers for More Mod- 


erate Prices and Increased Sales of Better Shoes 


Cc ammeyer, 69-year-old New York 
retail shoe firm, had a vital problem. It was “How 
can we hold our regular customers who are now in 
the market for lower priced shoes?” The problem 
has been met by adding a new price line. 

Three months ago a system of checking customer 
demand was put in effect. It was found that 70 per 
cent of the trade wanted shoes more moderate in price 
than the store was carrying. Of course, there was 


no knowing how many customers did not come in 
so that their views might be charted. Salesmen made 
a careful analysis of every customer—not the lookers, 
but real buyers—as to the extent of the price resist- 
ance. It was done very skillfully so that the people 
being interviewed did not realize they were being 
questioned with a deliberate purpose in view. 

It was the study of these reports that led to the 
decision that the only way out was to go into a new 
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War kind of shoes ts 
COAMMEYER 


FIFTH AVENUE AT 38TH STREET 


Selling at ‘6 ? 
At 
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CAMMEYER Stamped on a Shoe at 
* means Standard of Merit! 


STORE OPEN DAILY 8:30 A.M. TO 6:30 P. M. 
AVENUE AT 38TH STREET 


Thousands of smart New York women have discovered 
the satisfying answer to that question since Cammeyer 
established its new price policy A? They have 
found the kind of shoes Cammeyer is selling at $6.95 
to be gay...but distinguished...stylish...but dignified... 
smart...but comfortable MM? They have selected 
from a dramatically extensive array...including opera 
pumps as svelte as summer moonlight...sport shoes as 
cool and airy as an azure sea...materials, colors, cut-outs 
and meshes that fit the foremost foot-steps of fashion. 
AA They have recognized a new style and value 
meaning in Cammeyer Shoes at $6.95 A#? AND 
AS FOR QUALITY...they know, as New York women 
have known since 186 3...as YOU know...that the name 


FIFTH 





lower price field. As one of the firm stated, “We 
were sick and tired of waiting for something to 
happen in the way of increased business. There was 
no reason to imagine people would have more money 
to spend this Summer or next Fall than they have at 
the present moment.” 

Cammeyer has two stores on Fifth Avenue. The 
one uptown has prices from $12.50 and up, while the 
one at 38th Street had prices from $10.50 to $16.50. 
There was, and is not now, any intention of disturb- 
ing the price range of the shoes in the uptown De 
Luxe shop. There was a feeling, however, that many 
of the store’s usual customers were experimenting 
with the merchandise being offered in the $5.00 and 
$6.00 regular and chain stores. This was not just 
an inference hastily arrived at, but the result of a 
60-day study of conditions as they pertained to this 
particular store. 

This study led to the consideration of what price 
would have the best sales appeal, all factors con- 
sidered, the major factor being the retail price at 
which the house of Cammeyer could sell shoes of 
the same relative character as heretofore and still 
keep the name of the institution respected. ‘The 
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minute we have to cheat our product, we will raise 
the price, for we intend to stand forever for the ideals 
of our name,” it was explained. 

The promotion idea used to present this new price 
to the public was most original. The windows espe- 
cially were noteworthy. Backgrounds were fashioned 
to represent two daily papers, the Sun and the World- 
Telegram, the thought back of this being that the 
news that Cammeyer was featuring $6.95 shoes was 
“front page” material, consequently the windows were 
designed as the front pages of these newspapers. 

Five recesses in the beaverboard backgrounds were 
painted pastel colors, so that the white shoes set in 
these spaces stood out very prominently. Piles of 
the newspapers on the floor tied up the newspaper 
background to the framed mounted copy of the open- 
ing advertisement. Crowds around the windows 
testified to the pulling qualities of these original 
windows. 

The new price of $6.95 was introduced for the first 
time on May 21st. Immediate response was felt. At 
the present writing, the idea has been given a fair 
trial. The management states that the result has far 
exceeded their wildest hopes. 


Two of the newspaper ads used to announce the new 
moderate price Cammeyer line. 





Many thought it was a 


SALE eo e but actually a 


new policy is represented by 
(CAMMEYER SHOES 


FIFTH AVENUE AT 38TH STREET 


“6% 


About four weeks ago,Cammeyer announced that 
they were continuing a 69 year old tradition of ser- 
vice with Cammeyer Shoes at $6.95. df Many 
thought this was a sale, and came here prepared 
to make their selections from broken lots, odd 
sizes and discontinued styles. 4 Th.y were 
delighted to find that this is not a sale...but a 
new, permanent policy. . . providing complete 
assortments of fresh, new Cammeyer Shoes, 
in gay, youthful styles... at a new low price. 
MA You, 100, will be delighted with the high 
standards of craftsmanship and style represented 
by these new Cammeyer Shoes, which carry 
out the traditional assurance that the name 


CAMMEYER Stamped on a Shoe 
means Standard of Merit! 


STORE OPEN DAILY 8:30 A.M. TO 6:30 P.M 


FIFTH AVENUE AT 38TH STREET 
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JAMES POTTER ORR 





, an Potter Orr, 68, president 
of the Potter Shoe Company, Cincinnati, died at Lee 
Memorial Hospital, Fort Myers, Fla., on June 23rd, 
following an operation. He was stricken while on 
the way to Fort Myers for a tarpon fishing trip. Mr. 
Orr’s wife and daughter, Mrs. Anthony Bullock, and 
his daughter-in-law, Mrs. Edward C. Orr, were with 
him when he died. They had been summoned when 
he first became ill. 

R. K. LeBlond, president of LeBlond Aircraft 
Engine Corporation, Charles F. Williams, president 
of the Western and Southern Life Insurance Com- 
pany, and Allen E. Joslin were his companions on the 
trip. They were all intimate friends of Mr. Orr. 
They remained with him until his passing. 

Mr. Orr was born at Pike Furnace, Clarion County, 
Pa., in 1864, where he lived until he came to Cincin- 
nati when he was fifteen years old. He attended the 
public schools of Pike Furnace until his parents moved 
to Ohio. When he came to Cincinnati, in 1879, he 
entered the shoe store of his uncle, James M. Potter, 
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James Potter Orr Dies in Florida 





The shoe industry has lost one of its 
great leaders. He will be long remem- 
bered for his greetings to customers 
and trade at the store of the Potter 
Shoe Co. in Cincinnati, where he was 
to be found at all times. Press of busi- 
ness activities was never so great as to 
prevent him from greeting people at 
the friendly entrance to his store. 


at Fifth and Plum Streets. He entered the store as a 
clerk and rose from one position of responsibility to 
another until he finally became president of the com- 
pany, when it was incorporated in 1907. 

Mr. Orr is survived by a widow, two sons, Edward 
C. Orr and James P. Orr, Jr., both of the Potter Shoe 
Company, and two daughters, Mrs. Anthony Bullock 
and Miss Betty Orr. A surviving brother, Benton 
Orr, formerly of Cincinnati, now lives at Akron, 
Ohio, and the five surviving sisters are Mrs. Mary 
Orr Barber, Akron; Mrs. Marian Arnold, Portland, 
Ore.; Miss Florence Orr, Valparaiso, Fla.; Mrs. 
George Daum, Akron, and Mrs. Agnes Gruncrt. 
Green Bay, Wis. 

Funeral was from his residence, 2412 Ingleside 
Place, Walnut Hills, with burial in Spring Grove 
Cemetery. 

The death of James Potter Orr comes as a great 
loss to the industry. He was one of the best loved 
and best known retail shoe men in America. 

His invitation to the National Shoe Retailers Asso- 
ciation to hold a convention in Cincinnati in 1917, 
changed the entire character of that organization 
which had previously operated as a convention alone, 
in New York City. 

In Boston, in 1920, Mr. Orr was made president of 
the National Shoe Retailers Association, a tribute to 
his virile, aggressive and useful membership since its 
inception. As a post-war president of the N.S. R. \., 
he found the trade facing charges of profiteering, and 
in his address of acceptance of the office, he said: 

“IT am jealous of the rights of the shoe retailers of 
America. We ask only what is our due. We ure 
determined that justice shall be meted out and cur 
business be allowed to proceed in its even and orderly 
course, unhampered and undisturbed by drastic laws 
and regulations which not only destroy initiative |ut 
[TURN TO PAGE 126, PLEAS®] 
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4) COME BACK TO BOSTON 
for the FAIR, July 11, 12 and 13 


ACK of New England is a heritage of rugged 

achievement—the fundamental strength of its 
people to weather the storm, and an ability in 
manufacture traditional for three centuries. 

Come back for a lesson in fundamentals. 

Come back to create anew faith in shoes and 
service. 

Come back for inspiration, fellowship and for 
the exchange of ideas that comes through meeting 
man-to-man the new problems of a new market 
in new footwear. You will be well rewarded. 
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of CF Pit Welcome to New England 


WE who are members of the New England Shoe and Leather 

IP. 1 4 Y; Association again are to have the very real pleasure of welcom- 

a Sr — ff P ing to Boston the retail and wholesale shoe merchants of the United 

nd Sap ugeeeicces = States and Canada. In this welcome we hope to include, also, all 

=e ; others in our shoe, leather and allied industries. 

: 2 The annual Boston Shoe Fair—July 11, 12 and 13—comes at an 

of — ee ee va . important time. The economic condition of the industry, while funda- 

ic = | ey, ane mentally sound, nevertheless can be considerably improved by careful 

: planning of Fall stocks and by cooperative action of the various 
factors in the trade. 


ur >. ; : : . 

= |] = 3 New England still is producing fully one-third of all the footwear 
rly — =i = Z manufactured in the United States; and Boston proudly maintains 
1us A SZ its traditional position as the world’s leading shoe and leather market. 

" ee : Z Zu We want you to visit us as our guests the week after the Fourth. 
ut 2), =e EX Cordially yours, 
E] _ == == W. J. Fatton, President, 
New England Shoe and Leather Assn. 
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Typical pattern designs 

created by New England 

stylists to be displayed at the 
Boston Fair. 








Show Customers New Styles t 











A trend toward simplic- 
ity and a distinct swing 
away from highly ornate 
shoes is one of the note- 
worthy tendencies in 
Fall footwear for women. 


l, planning their stocks for 

Fall, retail merchants should be careful not to over- 
look one of the fundamentals of merchandising which 
applies in practically every industry, the value of 
which, as a sales producer, is doubled in times such 
as the present. 

“Have something new. Having it, push it.” 

There is, however, more to it than that. The some- 
thing must be obviously new. The contrast between 
the styles with which you end the Summer season and 
those with which you open your Fall campaign, must 
be almost startling. 

The practice indulged in at various times in the 
past of buying patterns identical with ones which 


have been selling earlier and changing nothing but 
the material and color is safe, of course, in a limited 
percentage of your stock requirements. These un- 
changed patterns, by themselves, however, cannot 
start the ball rolling. This latter is the task assigned 
to the new and different types. The intelligent and 
enthusiastic pushing of the really new shoes will also 
increase sales of your hold-over patterns and your 
bread and butter staples. 

What are the new types which will be shown in the 
July markets? 

The first and most important trend to be noted is 
that designs with few exceptions, are simpler—that 
there is a swing away from the over-decorated foot 
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COV 
the 


sito Speed Up Fall Selling 


raneea tra ttre! 


New Fall styles in every type 

and price range will be ready 

for retail buyers who visit 
Boston Fair. 











covering and toward what stylists usually refer to as 


the tailored type. This applies to shoes for every 
occasion with the possible exception of formal evening 
footwear and even to this, though to a much more 
limited extent. 

The second point to be noticed—and this, of course, 
was to have been expected—is that the perforations 
have largely disappeared ; there are noticeably fewer 
patterns cut down to the shank; and, at least in those 
shoes designed for town and spectator sports wear, 
heavier looking leathers are being emphasized—leath- 
ers with the appearance of wear which one is accus- 
tomed to associate with the uses to which this type of 
‘shoe is put. : 
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Oxford types, including 
semi-oxfords and tie ef- 
fects hold an important 
place in the Fall foot- 
wear. Simplified styling 
lessens risk in buying. 


The third point of major importance is that, in 
every classification except the formal evening type, 
the oxford, demi-oxford or tie fills an important place 
in the Fall line. 

The fourth, and last point, is that the trend toward 
somewhat lower heels persists; and that the newer 
heel types are no whit less graceful than the higher 
ones have been in the past. 

In general and before we progress to a pre-view 
of material and color, it should be noted that styling 
has been done on Fall lines with two ends in view— 
first, to simplify buying for Fall; and, second, to in- 
sure that there shall be a minimum of pairs to be car- 

: [TURN TO PAGE 40, PLEASE] 
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MONDAY, JULY 11TH 


Registration at Hotel Statler. 
Exhibit of ancient and modern footwear. 
Golf tournament at Hingham (South Shore Golf Club). 


Harbor trip for non-golfers, followed by sports program and shore dinner at Pemberton 
in the evening. 


(Note—Buses will be run from Hingham to Pemberton for golfers who wish to enjoy the 
Pemberton dinner. 


TUESDAY, JULY 12TH 
Meeting of National Association of Shoe Wholesalers. 
Shoe Art Salon—Hotel Statler. 
Exhibit of ancient and modern footwear. 
Sample room displays on five floors. 


Outing for women guests—motor coach trip to points of interest in Boston and vicinity. 
Luncheon. 


WEDNESDAY, JULY 13TH 
Informal gathering of manufacturers, wholesalers and retail merchants to consider mer- 
chandising problems. 
Shoe art salon. 
Exhibit of ancient and modern footwear. 
Sample room displays. 
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Bancroft Walker Co., Boston 


' Bell Bros. Co., 


¢ EXHIBITORS AT 


A 


Air-O-Pedic Shoe Co., Brockton, Mass 


Ansin Shoe Mfg. Co., Athol, Mass 

Arnold Bros. & Co., North Abington, Mass. 
Ashuelot Shoe Co., Keene, N. H 
Ault-Shackford Shoe Co., Auburn, Me.. 
Ault-Williamson Shoe Cx, Auburn, Me.. 
Avon Sole Co., Avon, Mass 


585, 586 
Barr & Bloomfield Shoe Mfg. Co., Lynn, 
Mass. 


Bates Shoe Co., Webster, Mass 


George E. Belcher Co., Stoughton, Mass... 571 
Boston 758 
Bleecker Shoe Co., Inc., Boston 769, 770, 771 
Boot & Shoe Recorder Publishing Co Parlor “E” 
— Quality Shoe Mfg. Co., ‘ 

8 


411 


Boston, 


Central Shoe Co., Boston 

Chenoweth Bros., Boston, Mass 

M. B. Claff & Sons, Inc., Randolph, Mass.. 

Clark Shoe Co., Auburn, Me 

Clayman Shoe Co., Boston 

Clinton Shoe Co., Haverhill, Mass 

B. E. Cole Shoe Co., Manchester. N. H.... 

Compo Shoe Machinery Corp., Boston 

J. M. Connell Shoe Co., South Braintree, 
| OS eee eee 442 

Consolidated National Shoe Corp., Boston.. 510, 511, 

Corbin-Holmes Shoe Co., Hiidson, Mass.. 653 

Jos. F. Corcoran Shoe Co., Stoughton, Mass. 404 

Corcoran-Gleason Shoe Co., Brockton, Mass. 405 

G. P. Crafts Co.. Manchester, N. H 408, 

Crescent Shoe Co., , N. 600 

Curtis Shoe Co., Inc., Marlboro, Mass 406 


D 


Daly’s Golden Rule Shoe Co., Lynn, Mass.. . 666, 
Dartmouth Shoe Co., Boston 

Deauville Import Corp.. New York 

ot Shoe Co., Brockton and New 


630. 631. 
w516-w518 


Mas 

W. L. ‘Seni Shoe Co., Brockton, Mass.. 
Doyle Shoe Co., Brockton, Mass 

Dunbar Pattern Co., Brockton, Mass 
Dyer & Hall, Inc., Auburn, Me 


Brockton, Mass...... 


F 


Farmington Shoe Mfg. Co., Dover, N. 403 
Faulkner Shoe Co., Inc., Raymond, N.H.. 652 
The Felters Co., Inc., Boston 501 
Fisher Shoe Co.. Newburvport, Mass...... 678 
Freeman Shoe Co., 


Charles A. Eaton Co., 


G 


Gale Shoe Mfg. Co., Manchester, N. H.. 
Gitterman & Co., Boston 

E. J. Givren Shoe Co.. Rockland, Mass 
Gregory & Read Co., Lynn, Mass 


H 


Hartman Shoe Mfg. Co., Haverhill, Mass.. 574 
Harvard Shoe Co., Boston y 


+ 764, 765 
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HOTEL STATLER ° 


High Shoe Mfg. Co., Saco, Me 

Herbert Holtz Shoe Co., Haverhill, Mass. . 
Hubbard Shoe Co., Rochester, N. H 6 
A. R. Hyde & Sons Co., Cambridge, Mass.. 556 


J 


Norway, Me 


K 


Milton Katzman Shoe Co., Haverhill, Mass. 731 
Kesslen Shoe Co., Kennebunk, Me 

Kimel Shoe Co., Haverhill, Mass 

Kleven Shoe Co., Spencer, Mass 

Koss Shoe Co., Auburn, Me 


Jellerson-Rafter Co., 


Lasell Shoe Co., Nashua, N. H 

Leader Shoe Co., Rochester, N. H 

Lenox Shoe Co., Freeport, Me 

Liberty Shoe Co., Lynn, Mass 

Lynn Ideal Shoe Co., South Boston, Mass.. 


M 


McNichol & Taylor, Inc., Lynn, Mass 
Merchants Shoe Co., 

Merrimack Shoe Mfg. Co., Lowell, Mass.. 
Frank C. Meyer Co., Lynn, Mass., and Brook- 


yn, 
Milchen ‘Shoe Co., Inc., Lawrence, Mass.. 


0 
Old Colony Shoe Co., Brockton, Mass...... 


P 


Chelsea, Mass.......... 
Amesbury, Mass..... 
Haverhill, Mass.... 


R 


Reliance Shoe Co., Beverly, Mass 
Ruth Shoe Co., Salisbury and Boston 


Panco Rubber Co.. 
Paramode Shoe Co., 
Philips Shoe Mfg. Co., 


714, 722 
w607 


A. Sandler, Inc., Boston 

Scholnick Shoe Co., 

Shoe & Leather Reporter Co., Boston 

Shoe Form Co., Inc., Auburn, N. Y 

Smart Shoes, New York 

The Stacy Adams Co., Brockton, Mass..... 
Sterling Shoe Corp., Haverhill, Mass....... 
Stetson Abbott Shoe Co., Auburn, Me 
Stratford Shoe Co., Boston 

Strout-Stritter & Co., Inc., Lynn, Mass.... 
Suffolk Shoe Co., Chelsea, Mass.......... 


T 


E. E. Tavlor Corp., Brockton, Mass....... 
Thomas Shoe Co., Lowell, Mass..........- 
Tolman Print, Inc., Brockton, Mass........ 


U 


United Shoe Machinerv Corp., Boston, Mass. w716-w718 
United Shoe Pattern Co y 


Walden & Perrv. Inc., Lvnn. Mass......... 
Wall-Streeter Shoe Co., North Adams, Mass. 
Stanley Wass, Boston 

Wellesley Shoe Co., Bramingham 


437 
400, 401, 402 
418 


21 



































Right fitting lasts are of vital 
importance in juvenile foot- 
wear, but smart patterns also 
appear in marked abundance. 








Oxford types hold first 
place in Fall shoe styles 
for girls but New Eng- 
land manufacturers are 
also showing many smart 
strap styles and opera 
pumps, examples of 
which are illustrated 
herewith 


[, the field of children’s shoes 
there is, of course, not the wide variety of pattern 
which is found in the women’s. Oxfords are apt to be 
whole-heartedly so—neither demi-oxford nor tie ef- 
fects. These oxfords plus the strap pattern will be 
found in shoes for every juvenile occasion—play, 
school, sport and dress. As a matter of fact, it is a 
bit difficult to make any such distinction, as play, 
school and sport shoes are very much the same— 
the young lady having decided this herself. Smooth 
calf, elk leathers and patent, plus some buck in white, 
will be used. Smooth white leathers, also, are always 
good in dress-up shoes for the junior miss and grow- 
ing girl. 

In children’s shoes it is the last which is of supreme 





importance. Its fitting qualities must be carefully 
worked out. If a child’s foot is not properly fitted, 
the wear is lessened; the repeat sale is lost; to say 
nothing of the permanent injury to the young foot. 
Heel heights also are worth watching. Many a quite 
young miss has been forced to wear heels far too 
high because of the reluctance of the trade to intro- 
duce low heeled lasts in sizes above three. There is 
a distinct trend toward lasts carrying an 8/8 heel in 
sizes well above three to take care of the sturdy 
youngster with well developed pedal extremities. 

To summarize, children’s dress shoes will be found 
in white buck, white calf, patent and in black and 
brown smooth finished leathers. These smooth fin- 
[TURN TO PAGE 44, PLEASE] 
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Illustrations show the trend 
toward slightly heavier men’s 
shoes for Fall, with greater 
use of boarded calf and buck. 





[, men’s footwear for Fall 
the principal thing to be noted is the continuing in- 
fluence of the custom last in practically all grades. 
In higher grades this challenge of the medium- and 
lower-priced merchandise is being met by a vigorous 
pushing of the pointed toe last. 

The balloon toe, very much modified, is still among 
those present, and between the two extremes (balloon 
and pointed) is the usual range of round, medium 
round, French, etc. 

Last year at this time manufacturers were experi- 
menting with a last carrying a slightly shorter fore- 
part and a higher heel—9/8 or even 10/8. Early 
Fall sample lines show some of these, but the ten- 
dency in this division of the business is to allow the 
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Typical men’s shoe styles 
for Fall, as developed by 
New England manufac- 
turers, are shown in 
these illustrations. While 
modified balloon lasts 
are included, the trend is 
toward custom lasts 


growth of any desire on the part of the well-dressed 
man to develop slowly and naturally rather than to 
push it vigorously, as is done with women’s styles. 
The higher heels are expected to be good in the larger 
cities. 

While the lasts are not influenced to any great 
extent by the materials and’ colorings entering into 
men’s suits and coats, patterns and materials are. 

Custom tailors for Fall are showing an unusual 
array of rough finished fabrics in new color effects. 
As an indication of the trend, it may be noted that 
even the Scotch plaid, very, very much modified as 
to color contrast, has been introduced into winter 
suitings and materials for overcoats. There is to be 

[TURN TO PAGE 40, PLEASE] 






































Balance Your Budget 








By Buying in Boston 


New England is credited 
with the best balanced 


production of shoes for 
the years 1926 to 1932— 
proof of continuing service 
and a steady source of 


supply. 





Boston, the cradle of liberty, joins in celebrating the 
George Washington Bicentennial. You will learn in 
Boston that George Washington not only recommended 
government by budget; but that he personally kept a 
punctilious record of receipts and expenditures. 





MILLIONS OF PaIRS 


se++ ACTUAL NUMBER 
— i2 MOS MOV AVE 














The relative resistance in the volume of shoe production to the degree 
of curtailment occurring in other lines is illustrated by the trend of 
the 12 months’ moving average. 

Source of data— U.S. Department of Commerce. 


Budget Your Buying—Then Buy in Boston 


“Well, what are you going to do 
in Boston during the shoe fair?” inquired the roving 
reporter as he allowed his one eye to roam aimlessly 
over an inventory size sheet which looked simply ter- 
rible. Blank spaces and X’s told a pitiful story of 
empty cartons waiting to be filled. 

“Boy,” said this astute merchant, “I’m going to 
knock ’em dead. After chalking up a 78 on that 
Hingham course, I shall drift over to Pemberton and 
make way with dozens of steins of scallops.” 

“Let’s take up these various athletic feats ad seri- 
atim,” suggested the r. r. “In the first instance, you 
are referring, I assume, either to the fourth or the 
fourteenth hole, both of which are well over 185 
yards. In the second instance, scallops are not what 
you think they are. It is true that they are bought by 
the quart; but they are eaten by the pound, one at a 
time, balanced on the end of the knife and flipped 
neatly into the mouth. Anyway, they aren’t going to 
have any. It’ll probably be lobster.” 

“You're right,” sighed the merchant. “I must have 
been thinking of snoodles. Now, if you really want to 
know what these Summer trips to the Boston market 
mean to me, I'll tell you.” 

“Shoot,” said the r. r. 








“Let’s get at it this way. Sometimes I think |'m 
awfully bright. Then I temper the thought by re- 
flecting that, after all, even the brightest man cannot 
possibly know it all. At other times I figure I’m just 
as dumb as I previously thought I wasn’t, so I raise 
my hopes by telling myself that even the dumbest 
man has in him the latent ability to learn something. 
lle may forget it before he has time to use it, but at 
least he can say he knew it once upon a time. 

“Here’s one thing I am heading for in Boston. 

“In common with lots of other merchants, store- 
keepers, retailers or whatever you feel like calling us, 
| am going to end the Summer season with some met- 
chandise on the shelves. Experience has shown me 
that part, at least, of this merchandise is in styles 
which will carry over into early Fall. Similarly, ex- 
perience has also shown me that the only way to 
dletermine what these styles are is to look over a large 
number of different lines—going from one to the 
other before I forget what I have seen in the pre- 
ceding ones. This is a method I have been using for 
years. It has saved me many hundreds of dollars; )ut 
you can’t do it my way without going to market at 
least twice a year. 

[TURN TO PAGE 44, PLEA: | 
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AVE you had the opportunity of 
examining this detailed presentation 
of the Tarsal Tred Base Stock Plan? 

If not, we will welcome the opportunity of 
showing it to you. 

This book explains a simple, scientific mer- 
chandising plan that has proved thoroughly 
practical for both large and small merchants. 
It presents in a thorough yet concise manner, 
such important subjects as: Importance of 
Specialization; How to Stimulate Turnover; 
Arrangement of Shelving; Window Cards and 
Price Tickets; Window Displays; Newspaper 
Advertising . . . and what we believe to be 
the best plan yet devised for building a sub- 
stantial sales volume with a small, but 
complete, stock of fashionable, conservatively 
priced footwear. 


Eventually, we expect to present this plan to 
one or two selected merchants in each city, 
but those who show their interest by return- 
ing the coupon below will receive first 
consideration. 

It costs you nothing, and you are under no 
obligation, when you return the coupon . . . 
but it will assure you an early opportunity 
of considering the Tarsal Tred Base Stock 
Plan, personally presented, by one of our 
Special Representatives. 

Tear off the coupon and mail it NOW! 


THE H. C. GODMAN COMPANY, 
COLUMBUS, OHIO. 





Tue H. C. Gooman Co., (1) 
Columbus, Ohio. 


Gentlemen: Without obligating me in any way, 
please have your Special Representative show me 
the Tarsal Tred Base Stock Plan. 


Store Name 
Address 


City and State 
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sider the statement by Wanamaker’s : 


“Why should Wanamaker’s say anything about 
Quality ?—When the Wanamaker store deals only 
with reputable manufacturers whose products are 
guaranteed to us and in turn, through us, to the 
public—When Wanamaker’s will not buy or sell 
anything at a price below which the quality can 
be guaranteed.” 


On that statement rests not only the buying policy 
of a great store but our recommended policy to a great 
industry. 

The midsummer market is very significant this year 
because of the fact that buying has been very much 
belated. Economic conditions have had a lot to do 
with this. Merchants at present are more interested 
in customers coming into the store for this season’s 
goods than in making a mental forward pass into the 
Fall season. 


But the shoes of a season cannot be made in a day, 
nor in a week or month. It takes time to assemble 
materials and to organize production. It takes more 
time this season than in many of the preceding mid- 
summer seasons. The reason for this is the fact that 
there are now appearing shortages in the material 
market. Tanners and material producers are not now 
financially organized to stock and store an immense 
amount of goods subject to selection and demand the 
day before cutting is called for. Manufacturers have 
not registered with supply houses the bulk commit- 
ments common to previous pre-season ordering. 

Everyone is playing close to the order. The burden 
therefore presses heavily when a new season ap- 
proaches, necessitating shoes radically different from 
those in midsummer stock. A bulge in retail ordering 
is therefore expected in July. 

The traveling shoe salesman has again demon- 
strated his place in the scheme of industry. Many 


26 


When Salesmen and Store Stand for Quality 


Just before the mid-summer battle 
of buying shoes for the public to wear next Fall, con- 






merchants have found the counsel of the traveling 
shoe salesman to be the most valuable influence to his 
business. It has not been an easy year for the travel- 
ing man ; but with all of the grief and disappointment, 
he has measured up to his job. He has not lost his 
sense of proportion nor has he departed from his 
traditional optimism and foresight. He is most worthy 
of your friendship and is recompensed by the orders 
you give and the courtesy you extend to him. 


We have asked John S. Whittemore, president of 
the National Shoe Travelers Association, to enunciate 
the policy of the shoe traveler for the season ahead. 
Here it is: 


“Price appeal is not applicable to the Traveling Salesman. 
Quality in the salesman is as essential to the successful shoe 
manufacturer as quality merchandise is to the successful store. 
Too many stores are today floundering around in the effort to 
find, ‘What it’s all about?’ ‘Why old customers are now no 
longer trading with them?’ ‘Why their sales-force has lost 
interest in their work?’ 

“The answer is: The knot-hole gang sees nothing but the 
price. ‘How cheap can we build an article?’ ‘How cheap can 
help be hired to replace the proven efficient buyer and his effi- 
cient salesforce?’ 

“The whole structure of shoe selling is changing—the high 
pressure of the inefficient merchandise man is toppling fast 
and destined to be but another NOBLE EXPERIMENT. 

“An outstanding advertising man of the country in a recent 
talk to a large group of store owners said that business today 
was ‘shot through with lies and half truths,’ and that ‘char- 
acter and quality must again be made by forceful words in 
business.’ 

“Quality buyers will once more enter the picture and be 
allowed to use their own intelligence to buy quality merchan- 
dise from the quality shoe manufacturer represented by the 
quality salesman.” 


Cen to market, for traveling 
broadens. Come to renew your acquaintance with 
salesmen and factory organizations. Come to learn 
at first hand the values of a new season. Come with 
an open mind to look at new shoes to be sold in a new 
and vigorous way for a new and maybe better season 
ahead. 

A little more quality goes into Fall and Winter 
shoes because of the necessity in change of weather. 
A significant season is just ahead. 
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REG. U. S. PAT. OFF 


THE PERFECTED FELT FOR SHOES 


On ctl IN PARLOR D MEZZANINE 
ae HOTEL STATLER, BOSTON 


¢ JULY 11, 12, 13 ° 


A COMPLETE EXHIBIT OF THE 
meee VERY NEWEST IN SHOE FASHIONS 


Bz sure to see our interesting display of smart shoes made 





cpr a ne gyi of Beaufelt by leading shoe manufacturers. Different styles 
made by the turn process. 


of shoe making are interpreted in Beaufelt which promises 
to be the outstanding success on Fall and Winter shoes. 


Examine this perfected felt in the piece and with many 





types of shoe backing. Note the complete range of correct 


Oxford of beige and brown Beaufelt shoe colors and see the matching hats, hand bags, short 
made by the silhouwelt process. 


coats, and other costume accessories . . . You will want 
Beaufelt in your Fall line. This is your opportunity to see 
how beautifully it handles —to get full infor- 


mation about it — and to order your samples. 


Pump of black Beaufelt with patent and 
lizard trim by the McKay process. 


Cees «6cTHE 6 FELTERS COMPANY, INC. 


SUNFAST 
WATER MAKERS OF FINE FELT FABRICS 


5 
Y) 
Q) REPELLENT | 300 FOURTH AVENUE, NEW YORK CITY 


\, Om a! 
& REPELLENT BOSTON CHICAGO $17. LOUIS DETROIT LOS ANGELES PHILADELPHIA 
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Miss Judith Hamlin 
and 
Philip Archer-See 


Major and Mrs, 
S. Fullerton Weaver 


The exclusive Maid- 
stone Club of fash- 
ionable East Hamp- 
ton, Long Island, in 
background. 


Cholly Knickerbocker 
layout appearing in 
New York American 


a 


Mr. and Mrs. W. Guertin Tuttle 
and Mrs. Frank Day Tuttle 


28 


Vv 


Mrs. Rufus W. Peckham 


an 
Mrs. Silver Furlow 


Miss Dorothea 
Bailey 


Mr. and Mrs. 


Alfred V. Leaman, 3d 
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Sport Shoes Lead Style Interest 


Revival of Interest in Personal Appearance 


Reflected. in Smart Attire at Country Clubs 


VT Vv VW 


A new note in the dress smartness 
of men and women at the country clubs indicates 
that interest in personal appearance is reviving. At- 
tractive new shoes in the style of fashion’s dictates 
suggest that the demand for both spectator as well as 
active sports footwear is enjoying a full season of 
selling. 

White silk dresses and sports coats are in profusion 
at any daytime club function, contrasted frequently 
with a dash of yellow or a mellowing blue for added 
charm. Brown and white has been seen not infre- 
quently, but the effective combination of brown jacket 
and white skirt is overwhelmed by the preponderance 
of all white costumes, white hats of beret styles are 
the accepted mode to accompany the white costume 
vogue. 


Sport oxfords have never been so beautiful and 
smart looking on the feet of women as they appear 
this season. The serious attention which manu factur- 
ers have given to footwear of this type is having its 
influence upon women. They now consider them as 
shoes requiring equal skill and cost and expect to pay 
as much for them as for other shoes. 


Brown and white without the slightest deubt is 
overwhelmingly the most popular color combination in 
sport shoes. The general design of patterns is very 
similar. A tip and backpart of brown either on white 
buck, calf or kid is the usual motif. 

The moccasin influence has made itself known and 
patterns develop to carry this design are frequently 
seen. For those who demand a shoe of lighter con- 
struction, manufacturers have in some instances used 
a brown appliqué shaped to fit on the vamp in a man- 
ner which meets all eye requirements for the moccasin 
effect. 

The number of Scotch tongues used on oxfords is 
surprising. More prominently shown in all-over white, 
than brown when used for contrast. One important 
shoe, with Scotch tongue, tip and quarter in brown, 
introduced an ingenious Zipper fastening concealed 
under the tongue. 

A wide saddle strap that ties in the center has at- 
tracted a slight following. A fashionable pattern to 
make its début is a moccasin effect oxford, using 
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lather lacings of contrasting leather instead of stitch- 
ing on the vamp. Some patterns have resorted to 
leather lacings for decoration around the edge of the 
tip and back part. 


Conspicuous by their virtual absence are ghillie 
ties. Perhaps the over-emphasis placed upon this 
vogue in the early promotion demanded too much of 
them and their not assuming the leadership predicted 
has caused disappointment. Their importance has not 
been completely eliminated, although in white they 
enjoy some call in the demand. Women have ex- 
pressed themselves as voting against this style because 
of their making the foot appear larger. 


Spectater pumps follow closely the 
style triumph of oxfords in respect to color combina- 
tions of brown and white. Tips play a more impor- 
tant part on shoes of this character. A smart wing- 
tip design employed is one, that instead of forming a 
point at the center it is squared. Others have slight 
cut-outs which in themselves are designs and contrast 
against the white base. Narrow strips crossed in va- 
rious shapes add attractiveness to the shoe. Some are 
used running from the backpart around the collar of 
the shoe giving the pump a stream-line effect. The 
designers skill is best seen in the tricky little twists 
injected into the tip and quarter parts. 

All-over white relied mostly for its individuality in 
perforations, tips, foxings and in some instances two 
different leathers or a fabric and leather. White, as 
predicted at the style conference last October, is en- 
joying one of its greatest seasons. In sports types 
they are best in oxfords and pumps. Sandals are 
sparsely seen and not at all in extreme types. 

No less attention has been paid by men to their 
sports footwear. Black and white is prevalent with 
brown and white a very weak second. With linen 
suits men are wearing black and white. The tip and 
back part on newer patterns are noted as being smaller 
than last year. Men have accepted for sports wear 
the all-over white buck shoe. Practically all of these 
shoes have a heavy broguish appearance, with a few 
plain and tipless without perforations or other deco- 
rations. 



























































THREE SUCCESSFUL SHOE 
SALES LETTERS 


LETTER No. 1 


Dear Mr. Sargent: 
Welcome to Wollaston! ! 

We who have lived here for some time know that you, too, will 
grow to love this fine community. It is interesting to learn that 
you have two boys, Paul and Malcolm. One of my three boys is 
named Malcolm, too. If your boys are as hard on shoes as my boys, 
we have something in common. 

Shoes, you see, are my business, so | know the story from all 
angles. The store is right across from the railroad station. There, 
for the past twelve years, we have been endeavoring to solve the 
shoe problems of this community. 

Please feel that this store is more than just a place where good 
shoes are sold, as we try to make it a friendly sort of local informa- 
tion headquarters. Why not drop in some time to get acquainted? 


Yours sincerely, 
P. J. STEWART 


LETTER No. 2 


Dear Mr. Sargent: 

In my letter of June 18, | said, “Welcome to Wollaston,” and 
meant it. You are well established in your new home, with Malcolm 
and Paul looking forward to the closing of school. 

Perhaps, you have not been in need of footwear as yet, but allow 
me to suggest Camp Moccasins for the boys as an ideal summer 
shoe. The amount of abuse these sturdy good looking shoes will 
stand is marvelous. 

These warm days that are causing so many people to flock to 
Wollaston Beach were anticipated by us. Shoes for beach wear for 
all the family are plentiful with us. 

Come in some time, so that we can discuss the footwear prob- 
lems of your family. 

Yours sincerely, 


P. J. STEWART 


A good letter that goes out to repeat customers reads 
as follows: 


Dear Mrs. Smith: 

We note with pleasure that you have again purchased a pair of 
shoes from us. 

This expression of your continued confidence in our goods and 
our service is thoroughly appreciated. 

May we, at this time, thank you for your patronage and assure you 
that your shoes will prove as satisfactory as before. 

Yours sincerely, 
P. J. STEWART 





Odd Angles on Sales Letters 


Color of Stationery, Size and Weight 
of Letter Apparently Impress Cus- 
tomers More Than What the Letter 


Says 


Thee are a million and a half 
potential customers within ten miles of P. J. Stewart’s 
shoe store in Wollaston, Mass., but of this great num- 
ber only about 8,000 might be classed as within his 
trading radius. Mr. Stewart’s store is right in the 
business center of one of Boston’s many suburban 
towns. The inhabitants of Wollaston are seemingly 
as restless as the ocean which lies at its front door. 
People are constantly moving in and moving away 
from this 300-year old town. It is said that more 
are coming to it than to any other New England city. 

Under the circumstances, Boston newspaper adver- 
tising is out of the question, so the proprietor of this 
lively family shoe store depends upon exceptionally 
good personal service to bring back his old customers 
and direct mail for picking up his new trade. 

Stewart lays no claim to being a wizard in writing 
letters. His methods are interesting in that he does 
not try to sell the whole community at one fell swoop 
(whatever that is). A few very likely prospects are 
picked out and sold, then another group is worked 
on, and so on. Enough new people are constantly 
moving to town to make this job take on the role of a 
continuous performance. People with children are 
picked out as the most likely prospects. While many 
parents may prefer to buy shoes for themselves in 
town, they are very susceptible to arguments having 
to do with good wearing shoes that are properly fitted. 

Some of the things discovered in this rather inti- 
mate letter writing contest is that the text of the 
letter is apparently the last thing a prospect considers. 
Color is first, size, weight and page balance next, with 
the text about fifth in importance. Many of his let- 
ters are on blue or yellow paper. It is found that a 
letter that seems weighty will be opened before one 
that is light or just ordinary, just as a colored envel- 
ope is noticed befOre a white one. Impressions made 
before a letter is opened are of more importance than 
what the letter says, so this shoe man has found. 

Writing the text so that the message will be quickly 
grasped, is of vital importance. Having it easy to 
read and easy to understand will make it easy for a 
customer to decide he should buy shoes at Stewart’s. 
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R WELTS THAT DELIVER 
COMFORT and STYLE 
TO YOUR CUSTOMERS 


and profit to you! 


CONSTANT COMFORT SHOES 
- a complete and well styled line of turn comforts to retail at 
$3.00 to $5.00 


YE OLDE TYME COMFORT SHOES 
for many years the favorite with hundreds of merchants. 
Retailing at 
$3.00 to $5.00 
AIR-TRED and SILHOU-WELT SHOES 


smartly styled welts to retail at 
$4.00, $5.00 and $6.00 


New Opportunities! We bespeak your patronage—and ask you 
to visit us at the Boston Style Show where will be presented the 
Finest Turn and Welt lines we have ever produced. 


This group of lines, forming the backbone of staple shoes in 
the popular priced field 


WILL BE ON DISPLAY AT THE STATLER, BOSTON—JULY 11, 12, 13 
- ROOMS 425 AND 427 


Cantor} 


No. 694-8S—New Silhou-welt Black 
Calt 


16 Last; 16/8 
Continental Heel. Price.$3.15 


NN& SWEET | AULT-SHACKFORD 
JOE COMPANY SHOE COMPANY 
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seen, too, an increase in rough or unfinished worsteds. 
Tweed, first introduced into apparel of the sports 
type, is gradually edging its way into favor as a busi- 
ness suit of the informal class. 

These fabrics call for shoes which are heavy in 
appearance, and again designers appear to have taken 
a leaf from the book of their English friends. This 
influence, for one thing, accounts for the appearance 
in many lines of buck leather, first seen as a specta- 
tor sport shoe in white, later in brown. The brown 
will carry over, and there has even been sampling of 
black buck. 

Another English influence is detected in the in- 
creasing sampling of boarded calf. Scotch grain is 
still good, but the high grade lines are showing it 
in a somewhat finer graining than has been the case 
in the past. This so-called “finer cutting” was good 
in high grade men’s shops last Winter and well into 
the Spring, so it cannot be said to be wholly new. 
Heavily boarded leathers will be good; also Nor- 
wegian grain; and shoes so conservatively patterned 
as to seem obviously made for the use of smooth 
finished leathers, nevertheless, are being shown in 
grains of various kinds. 

Highlights in the pattern field are a further de- 
velopment of the seamless pattern and the increasing 
number of plain toe shoes shown in sample lines, In 
the latter by far the largest number are made on the 
Blucher pattern—some in heavyweight smooth calf- 
skin and some in mahogany colored cordovan, the 
closest approach to the officers shoe of 1918 that the 
shoe trade has seen since that year. 

Other tricks of shoe designing include: Heavily 
creased vamps in higher grade lines, whereas they 
were good a few years ago only in the popular grades ; 
heavily wheeled welts and wide sole extensions ; bev- 
eled heel breasts; rounded sole edges; more pinking 
and perforating on shoes made over dressy lasts. 

In colors the one seen most often is a dark brown. 
If you can think in terms of women’s colors, it may 
best be described as half-way between beige and 
chocolate with a slightly reddish cast of the type 
known as copper. There are some near oxbloods, 
also medium tans. At least i nsample iines and for 
display purposes, tans (or browns) and blacks are 
running a dead heat, with the possibility, however, 
that the brown family will sell in larger volume this 
Fall than last, largely because of the tones most fre- 
quently seen in tweed and plaid suitings. 

Reverting to the present retail selling season, manu- 
facturers with in-stock departments have been wor- 
ried by the volume of re-orders on white buck shoes 


40 


Custom Last Types for Men 


[CONTINUED FROM PAGE 23] 

































of the all-over type. Comparatively few manufac- 
turers and even fewer merchants anticipated the vol- 
ume to be had on this shoe. Merchants’ stocks and 
factory stocks dropped close to zero at about the 
same time—lost sales resulted, never to be regained 
as it is difficult to sell a man a pair of tan brogues 
after he has asked for a pair of plain white bucks 
with soft toe. 


Show Customers New Styles 


[CONTINUED FROM PAGE 19] ~ 
ried over into the season of Spring, 1933. In other 
words, styles are “safe.” 

The color scheme has been simplified. In all divi- 
sions (and again we must except the formal evening 
slipper) black and brown lead by a wide margin. 
There is considerable variety to the browns seen in 
sample lines and in the swatches carried by leather 
salesmen. In general, however, they are all warm 
browns, some of them with a distinctly reddish cast. 
Occasional glimpses are seen of blue and the new 
wine shades in very high style footwear. These 
browns, by the way, have been given fancy names 
such as Cinder, Madeira brown, Indies and others. 
They can be used to advantage on window cards 
and in retail advertising. 

Suede, trimmed with other leathers or in combina- 
tion with them; kid, calf and reptile grained leathers 
in black and brown—this tells pretty much the whole 
story of leathers for Fall. They will be used in 
shoes for most occasions (again excepting the eve- 
ning slipper) with patent leather an added feature 
for dressy afternoon types—also some fabrics. 

An interesting novelty is the use of boarded leath- 
ers—hitherto employed almost exclusively in men’s 
shoes—in women’s heavier duty shoes, such as the 
types ordinarily selected for town and business wear, | 
spectator sports, etc. Heavyweight calfskins, it will 
be recalled, have been used this summer in the un- | 
lined shoe for women, and its popularity has led to the © 
thought that other men’s type leathers might prove 
equally acceptable for Fall and Winter shoes. 

Last, but not least, the shoe trade seems to be 
taking kindly to a new shoe classification defined at ¥ 
the last styles conference—the so-called “Don’t Dress” | 
type of shoe—many of them fabrics in the familiar 
black and brown. These are shoes designed for weaf 
on semi-formal occasions in both afternoon and eve- 
ning. Such a division, intelligently pushed, means 


extra pairage. 























Boot AND SHOE RECORDER 
combining THE SHor Reraiuer, July 2, 1°32 











ADVERTISING 

































ufac- 

- vol- 

> and 

E the No. a 4 ar y asd 

ained 14/8 Leather Heel; Cot- 
tage Shank; Instock AA 

PLES to B. Price $3.15. 

yucks 


les 


No. 246—Black Ruby Kid Five 
elet 





; 54 Last; 
other 14/8 Leather Heel; Cot- 
tage Shank; Instock AA 
to ice 
divi- 
ning 
rgin. 
on in 
ather FAsiion TU orf’ pn 
varm N TU 
cast. e. 638-51—Black Ruby Kid One- 
new Strap Center I Buckle; 
6/8 2° 
- Heel. Price $3: os Make- 
‘hese up orders only. 
ames 
hers. 
ards 


bina- 
thers 
rhole 
d in 


eve- 






Ne. 552—Black Ruby Kid Jalna; 

79 Last; 16/8 Wood 
Louis Heel ; Instock AAA 
to C. Price $3 













iture 


-ath- 
1en’s 
the 
year, 
will | 
un- 3 
» the 
rove 







* 


Standardize 







on 
Evans 
Brands 


* 






» be 
d at # 
ess” 
iliar 


















vear 
eve- 
Pans 
P Boor AND SHOE RECORDER 
1932 combining THe SHOE ReTaiLer, July 2, 1932 43 
















































“When all is said and done, I don’t really care 
whether I win the big prize playing golf or at the 
sports program to be pulled off at Pemberton. I can 
get mine by finding out what’s safe for Fall. The 
more money I invest carefully, the better off I will be.” 

“Why, then,” demanded the reporter, “all this guff 
about what you expect to do at Hingham and inhale 
at the shore dinner ?” 

“Well,” replied the victim, “after all, it’s fun. You 
meet a lot of people, make new friends, get invited 
to sit in a smoke-fest in someone’s room the next eve- 
ning—and that’s where you learn things. 

“I have mapped out for myself a definite program. 
Summarized in advance, I want to do these things: 

“First (and I have already mentioned this): De- 
termine what styles now on my shelves will carry over 
into the early Fall. 

“Second: Place fill-in orders on those styles, bring- 
ing my sizes up to date, as it were. 

“Third: Shop around and get a very clear idea of 
what the new styles are. 

“Fourth: Determine what percentage of my esti- 
mated Fall requirements to order during my stay in 
Boston and what percentage to hold open for possible 
novelties which may develop later.” 

“And the fifth, I presume,” interjected the reporter, 
“has something to do with price.” 

“Substitute value for price and you're right,” said 
the merchant. “During the late Spring and early Sum- 
mer I have been able to determine with some degree 
of accuracy the price range which my customers like 
and at which they will buy from now on. 

“With that price range in mind, I will concern my- 
self with the lines which seem to offer the most in 
style, material and workmanship. I’m going after the 
best shoes I can find within the range I feel I like. 
And if anyone can offer me sound reasons for chang- 
ing that range to one a bit higher, I may listen to them. 

“Awhile back I spoke about determining what per- 
centage of my Fall requirements to order at the July 
market. This is based to some extent on last year’s 
experience ; and, to some extent, on my guess as to 
whether the volume I will do this Fall will be greater 
or less than last year at the same time. It is obvious 
that safe styles, or staples, can be bought more freely 
than those to which some element of style risk is 
attached. 

“In this classification I shall probably order in the 
neighborhood of 60 per cent, filling in later in the 
season as business warrants. 

“I have not yet made up my mind regarding the 
high styles ; but, in any event, I shall not buy any less 

heavily than I did in Boston during market week of 









Balance Your Budget by Buying in Boston 


[CONTINUED FROM PAGE 24] 


last year. If my memory serves me correctly, at that 
time I placed orders for about 40 per cent of the 
high styles which I expected to sell between Labor 
Day and Nov. 1. I watched sales closely, sizing in on 
the numbers that were going well and cleaning out the 
styles which did not prove to have any staying power. 
During the selling season I kept buying novelties as 
they were introduced. I confidently expect that my 
dollar business will show an increase. 

“My turnover rate certainly will.” 

“Anything else on your mind?” asked the reporter, 
as he reached for his hat. 

“There is, and you can sit down,” was the answer. 
“It’s always a good idea, no matter from what part 
of the country you come, to visit other places and see 
how merchants are doing things. Boston has a num- 
ber of fine stores. I’m going window shopping fo: 
ideas. Contrary to the generally accepted procedure, | 
shall not visit all the shoe stores, although many oi 
them are excellent. I like to browse around among 
the department stores and specialty shops. I can pick 
up ideas everywhere which I can later adapt to my 
store and window display—backgrounds, little tricks 
of arrangement both in the store and in the window. 
color schemes, lighting effects and what not. 

“Then, too, you always returned from a trip such 
as this refreshed, with a new viewpoint, with a de- 
termination that things are not going to the bow- — 
wows, after all, with 2g 

“Lots of wim, wigor and witality, as it were,” in- 
terrupted the reporter, as he made his escape by the 
simple expedient of leaping from the window. 


Smart Fall Styles for Girls 


[CONTINUED FROM PAGE 22] 





ished leathers also fall in the school, play and sport 
group, to which must be added the ever popular elk 
and elk-type leathers in beige, two or three tones of 
brown and smoke. Some pigskin has been sampled 
by children’s shoe manufacturers, and shark tips are 
seen in sturdy shoes for boys and girls. 

Despite depression, children wear out shoes and 
most parents will make a strong effort to provide their 
boys and girls with new footwear for school opening. 
even if it becomes necessary to deprive themselves 0! 
things they need in order to do so. The introduction 
of new styles is an added stimulus, tending to encour- 
age more pairs of juvenile footwear. And so the New 
England manufacturers who are engaged in the chil- 
dren’s end of the business are showing an unusually 
interesting and attractive array of new styles. 
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IN JANUARY 1929, August 1930, April 
1931, and March 1932, we published notice and warn- 
ing that infringement suits would be instituted against 


any unauthorized users of the trade mark Compo. 


TO DATE not a single unlicensed shoe manu- 


facturer has used the trade mark Compo on shoes. 


CompO and COMPO are the same. The trade 
mark consists of the word Compo and is not limited to 


any particular form of lettering. 


COMPO SHOE MACHINERY CORPORA- 
TION continues to own this trade mark and again re- 


peats the warning against infringements thereof. 


COMPO SHOES are made with Compo Machin- 
ery, Compo Cement, Compo Softener and Compo 


Cleaner. 


THEY SELL. 


I Be 





_ COMPO MACHINERY CORPORATION 









Boston New York St. Louis 
150 Causeway Street 565 Fifth Avenue 1602 Locust Street 
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Here is graphic evidence of the progressive spirit of the 
American Shoe industry. Page after page of wonderful shoes, 
each pair from a different maker, all made according to a tech- 
nique which was practically unknown three years ago. 


It takes vision to recognize the merit in something new— 
and courage to leave old levels of thinking. Because of their 
vision and their courage, the manufacturers whose names appear 
on the following two pages have caused a revolution in the ancient 
craft of shoemaking. Thanks to their cooperation, Compo ce- 
mented shoes are now recognized as “the greatest step forward 
made by the shoe industry in over 100 years.” 


Consider the remarkable increase in the manufacture of 
Compo shoes. In 1929 there were 33 manufacturers with 48 
machines who produced 2,000,000 pairs. In 1931 there were 83 
manufacturers with 160 machines who produced over 10,000,000 
pairs. And the present production of our licensees is at the rate 
of over twenty-five million pairs for the year 1932. 


We urge you to study each of the following pages and 
judge the shoes for their beauty and their worth. And as you go 
from page to page, we ask you to remember that this distinct ad- 
vancement in shoemaking has been made possible by the ability 
of manufacturers and merchants to grasp and use the advantages 
offered by Compo in improving the quality and value of their 





shoes. 
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Abbott-Armstrong-Abbott, Inc.. Auburn, Maine 


Amesbury Shoe Company..... Amesbury, Mass. 
A. J. Anderson, Inc........... Amesbury, Mass. 
E. R. Apt Shoe Co........... Manchester, N. H. 
Arrow Shoe Company...... East Boston, Mass. 
Ashuelot Shoe Company......... Keene, N. H. 
Bancroft-Walker Co............. Boston, Mass. 
Banner Shoe Company, Inc....... Boston, Mass. 
Barr & Bloomfield Shoe Mfg. Co....Lynn, Mass. 
Best-Ever Slipper Co......... Brooklyn, N. Y. 
Boston Quality Shoe Mfg. Co....Boston, Mass. 
Bresnahan Shoe Co............. Boston, Mass. 
Brown Shoe Co...............-. Dixon, Illinois 
Capitol Shoemakers, Inc........ St. Louis, Mo. 
(Branch of Brown Shoe Co.) 
Gard Ghee Go, Ime... 206. 00ees Haverhill, Mass. 
Cartssie Shoe Go....... cece Carlisle, Penna. 
(Branch of I. Miller. & Sons) 
Carter-Taylor, Inc.......... Portsmouth, N. H. 
Central Shoe Company........ Marlboro, Mass. 
Clark Shoe Corporation....... Auburn, Maine 
Clinton Shoe Company........ Haverhill, Mass. 
Conrad Shoe Company........ Brockton, Mass. 
ee Be SI GOs. 6s icone vok Brooklyn, N. Y. 
Crescent Shoe Company.......... Keene, N. H. 


Nathan Cummings Shoe Co., Ltd. 
Montreal, Canada 


W. L. Delaney Company....... Beverly, Mass. 
EE oc on ecrebeshs New York, N. Y. 
Diamond Shoe Corporation. ...Brockton, Mass. 








Walker T. Dickerson Co...... Columbus, Ohio 





The Irving Drew Co......... Portsmouth, Ohio 
Dunn & McCarthy, Inc......... Auburn, N, Y. 
Dunn & McCarthy, Ine...... Binghamton, N. Y. 
Dyer & Hall, Ime.............. Auburn, Maine 
Newton Elkin Shoe Co...... Philadelphia, Pa. 
Exeter Shoe Co...............+- Exeter, N. H. 
Farina-Chaves Shoe Co........... Lynn, Mass. 
‘Fern Shoe Co.............. Los Angeles, Calif. 
Fisher Shoe Company..... Newburyport, Mass. 
Florsheim Shoe Co............ Chicago, Illinois 
(Harding Factory) 
Florsheim Shoe Co............ Chicago, Illinois 
(Lincoln St. Factory) 
C. P. Ford & Company....... Rochester, N. Y. 
H. C. Godman Co............. Lancaster, Ohio 
Gold Seal Shoe Corporation.Newburyport, Mass. 
Goldstein Footwear, Inc...... New York, N. Y. 
Hirshberg Shoe Co., Inc....... Haverhill, Mass. 
Herbert Holtz Shoe Co....... Haverhill, Mass. 
Jellerson-Rafter Co............ Norway, Maine 
Julian & Kokenge Co......... Cincinnati, Ohio 
Kane, Dunham & Kraus, Ine...... St. Louis, Mo. 
Keystone Slipper Co., Inc... .. Philadelphia, Pa. 
Kimel Shoe Company......... Haverhill, Mass. 
Kleven Shoe Company......... Spencer, Mass. 
Kozy Komfort Shoe Mfg. Co... Milwaukee, Wis. 
Lynn Ideal Shoe Co......... So. Boston, Mass. 
Margolin Shoe Co............ Chicago, Illinois 
L. V. Marks & Sons Co...... Augusta, Kentucky 
L. V. Marks & Sons Co........... Ripley, Ohio 
TEI aT eS SET 
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110 Marlboro Shoe Co., Inc........ Marlboro. Mass. Roth Shoe Mfg. Co........... Cincinnati, Ohio 
aT) Marion Shoe Co........ Jamaica Plain, Mass. Samuels Shoe Company......... St. Louis, Mo. 
Y. Mayr Martha Washington Shoe Co. Sbicca-Sanford, Inc.......... Philadelphia, Pa. 
Y. Serene: ee Scholnick Shoe Co........ Jamaica Plain, Mass 
ie Fred A. Mayer Shoe Co.......Milwaukee, Wis. mare EN ; 7 is: 
Pe The Charles Meis Shoe Mfg. Co.. Lebanon, Ohio 7 _ Pr tare es PARR: See 
“ 1, Mention Company....... Rochester, N. Y. sean Shoe Company........ Portsmouth, Ohio 
7 aay. Mevsion Shue Co... Balimere, Mavylend Signal Shoe Company.......... Boston. Mass. 
ie Metropolitan Shoe Co.......Manchester, N. H. G. Edwin Smith Shoe Co....... Columbus, Ohio 
(Branch International Shoe Co.) G. Edwin Smith Shoe Co.......Newark, Ohio 
we Milchen Shoe Co............. Lawrence, Mass. Sterling Shoe Corporation..... Haverhill, Mass. 
” Mildred Shoe Company....... Brooklyn, N. Y. Stetson Shoe Company. ..So. Weymouth, Mass. 
pis Milius Shoe Company.......... St. Louis, Mo. E. H. Strassburger, Inc........New York, N. Y. 
I. Miller & Sons, Inc... ..Long Island City, N. Y. Sycle Shoe Company............. Lynn, Mass. 
Y. Minerva Shoe Co............. Beverly, Mass. Thomas Shoe Mfg. Co........... Lowell, Mass. 
- Mitchell Shoe Co................ Dover, N. H. Seymour Troy & Co.......... New York, N. Y. 
" The Moore Shoe Co............. St. Louis, Mo. Tupper Slipper Co............ Brooklyn, N. Y. 
- Muskin Shoe Company........ Baltimore, Md. United Novelty Shoe Co., Inc... ..Lowell, Mass. 
National Shoe Co............../ Auburn, Maine The U. S. Shoe Corporation. .Chillicothe, Ohio 
7 M. T. Ornsteen Shoe Co....... Marlboro, Mass. The U. S. Shoe Corporation. . . Cincinnati, Ohio 
™ Jems Perkins... ..... 0000-0000. Quebec, Canada Unity Shoemakers, Inec.......... Boston, Mass. 
™ Phileo Shoe Corporation......... Salem, Mass. Valley Shoe Corporation........ St, Louis, Mo. 
Be Pilgrim Shoe Company..... So. Boston, Mass. Virginia Lee Shoe Company. .. Milwaukee, Wis. 
88, Pincus & Tobias, Inc......... Brooklyn, N. Y. (Division of Simplex Shoe Mfg. Co.) 
" Pontiac Shoe Company........... Pontiac, III. Waban Shoe Company...Jamaica Plain, Mass. 
i. Priscilla Shoe Company...Somersworth, N. H. The C. V. Watson Company..... Lowell, Mass. 
- Progressive Shoe Co.............. Derry, N. H. Wellesley Shoe Company. ..Framingham, Mass. 
ois Prospect Shoe Co...... ........ Boston, Mass. Wise Shoe Company......... Haverhill, Mass. 
ky Publix Shoe Company........ Stoneham, Mass. Wolff-Tober Shoe Mfg. Company.St. Louis, Mo. 
m Rich-Vogel Shoe Co............ Hartford, Wis. J. S. Zulick & Company....Orwigsburg, Penna. 
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texture and colorings discovered in the skin of the Argentine frog. Scores 
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Frogskin! How interested your customers will be in the glorious 


hoa 


<9 


of new and skilfully designed patterns bring out to the best advantage the 


7 
> 
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beautiful tones in these “Parana” frogskins, which shade from creamy 


— 


beige to warm browns. In the pump illustrated, the brown tones are em- 
phasized by the brown kid trimmings. Abbott-Armstrong-Abbott, Inc., 


Auburn. Maine. 
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Abbott-Armstrong-Abbott, Inc. 
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Retailers from coast to coast 
ae building big volume with real 
rofits on Progressive shoes that sell 
t $3.00. This black suede and kid 
pump with interesting white-stitched 
and white-laced design is a typical 
VALUE. It’s a COMPO pump. 
moulded smoothly and kept on the 
same last until sole and upper were 
bonded. Progressive Shoe Company, 
Derry, New Hampshire. 
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silver brocade to the woman who 
likes fashion but insists on com- 
fort and support, and you will 


Show this opera pump of 


make a quick sale. It has silver 
heel and trimming, and reflects 
sandal styles in the cut-out shank. 
Amesbury Shoe Company, Ames- 
bury. Mass. 











The right kind of evening shoes can do more for the 
tone and net profits of a shoe store than most buyers realize. 


Notice the stocks of a store that is obviously building an ever- 


increasing business, and you will find that evening shoes are 


a strong feature. In this model, which promises to be a “big 
seller,” we have emphasized dainty sandal lines by contrast 
of gold kid with red suede. E.R. Apt Shoe Company, Man- 
chester. N. H. 
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e It has been our aim to present to the buyers of Amer- 
ica the best possible shoes to retail at $4.00 and $5.00, and 
we believe that Compo construction has opened up tremen- 


dous possibilities of values in that price range. We have re- 


cently adopted four new lasts, embodying all the newest 


qualities to assure splendid fit. The model sketched is typical 
of the thought placed behind our styling. It’s a fabric sandal 
with a touch of brown calf trimming, and carries a 20/8 heel. 


Arrow Shoe Company, East Boston, Mass. 











sd You can depend on Bann 
shoes to bring the ultra-fashionab| 
women of the community to yo 
store. Their sponsorship will be 
guide that others will follow in gre 
numbers—the basis for a_profital 
volume business. 

Don’t fail to see the new 
Step Arch line of Banner shoes. The 
make graceful, easy motion in walkis 
a point of style and sales importang 
Banner Shoe Company, Boston. Ma 


Banner Shoe | Company | 


Sketched above: Step-in of 
green kid, with green silk-kid applique, 
in a light and dainty model for day- 
time wear. It has a 19/8 heel. 

Sketched right: Streamline 
effect in a three-eyelet oxford with 19/8 
heel. Two-tone stitching gives a new 
effect to suede-and-kid combination in 
brown, with beige piping. This model 


is made in other combinations. 
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Bresnahan Shoe Company 
 ] 


silver lining. The straps are cleverly woven in an intricate 


A dainty little evening sandal of gold kid with 


design, yet are so shaped and placed that they give surpris- 
ing support. This shoe is typical of the product of the 


Bresnahan Shoe Company, Boston, Mass. 
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Capitol Shoemakers, Inc. 


BRANCH OF BROWN SHOE CO. 


In designing this new T-strap, the “‘Aristine,”’ we have anticipated 
a fall demand that is sure to be felt in every quality shoe store . . . the 
call for the shoe that suggests a light sandal and yet is correct with fall 


costumes. Black kid, in a dainty sandal pattern, has inlays of Lyo Lene 


lizard, giving strength and fashionable contrast. This “Aristine” model 


is made on the Countess last, with a 17/8 Boulevard heel. Capitol Shoe- 


makers, Inc., St. Louis, Missouri. 
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texture fabrics,” the customer who wants “a shoe with that new trimming 


The customer who asks for “something in one of the new rough- 


in rows of fine stitching,” the customer whose first thought is “an oxford 
that is different” . . . all of these clearly predicted fall demands are an- 
swered in this one model. It’s of brown ““Jerseytex” cloth with calf trim- 
ming and a 16/8 built-up leather heel. Carlisle Shoe Company, Carlisle, 


Pennsylvania. 














Carlisle Shoe Company 


BRANCH OF I. MILLER & SONS, INC. 
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est is centered on finding a line of fine shoes to retail at $4.00, you will see that 


If you are buying for a department store or specialty shop and your inter- 


Clinton shoes have your problem ready-solved. With the whole store to think 
of, as well as values in your individual department, you want shoes that every 
saleswoman will be proud to recommend to her customers. Typical of Clinton 
offerings for fall is this model in brown suede with trimming of patent leather 
and cocoa Calcutta snakeskin. It has the new maroon lining, and is made on 


the 90 last with a 20/8 heel. Clinton Shoe Company, Haverhill. Mass. 


Clinton Shoe Company 
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Conrad Shoe Company 


Yes—and Compo Shoes for men, too. This extremely lightweight, 


flexible shoe is making sales history in stores all over the country. Dealers 


are writing to us of their success, enthusiastic about the complete satisfac- 


tion men are expressing. It is a recognized fact that these shoes are giving 


excellent service, look very smart on the foot, and hold their shape. They 


are the kind of shoes you can depend upon to attract attention to your store 


and bring customers back again and again. Conrad Shoe Co., Brockton, 


Massachusetts. 
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National Shoe Company 
@ This skilfully designed seamless opera pump, which promises to be a fast-selling and profit- 


able model, is but one of our many distinctive $4.00 and $5.00 retailers. Made in black suede 
with a black patent leather heel and perforated tip. Stitching is of white silk. National Shoe 


Company, Auburn, Maine. 


United Novelty Shoe Co. | Publix Shoe Comp 


& The classic simplicity of this skilfully de- é Increase your profits and develop volume 


signed kid pump will appeal to the most exacting business with Publix shoes retailing at $3.00 and 
customer. United Novelty shoes are instant sellers $4.00. This very smart and attractive pattern is of 
at $3.00. Perfect fit and shape-retailing qualities black suede with a black calf on black lizard com- 
assure repeat business. United Novelty Shoe Com- bination strap. Side strap of black calf. Publix 
pany, Lowell, Mass. Shoe Company, Stoneham, Mass. 


CONSOLIDATED NATIONAL SHOE CORPORATION 


.@ The Consolidated National Shoe Corporation owns and operates five plants 
making women’s fine novelty Compo shoes retailing at $3.00, $4.00 and $5.00. 
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Customer interest is undoubtedly turned toward 


pumps and perforations, and this model combines the two 


style points in a novel design emphasized by the new pinked 
edges. We believe it will be a big “business-getter” in suede, 
as sketched, or in any leather combinations that your stock 


plan suggests. Crescent Shoe Co., Keene, N. H. 
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Nathan Cummings Shoe Co., Ltd. 


Canadian dealers are profitably retailing Nathan Cum- 


mings’ high-grade footwear at popular prices. Typical of the 
unusual opportunity for quick turnover and profitable selling is 
this smart open-shank sandal of imported French white and sil- 
ver brocade, trimmed with gold and silver kid. Non-tarnishable 


linings. Retails at $7.50 in any of the fashionable materials. 


Nathan Cummings manufactures all the shoes for its sub- 
sidiaries—the J. & T. Bell Co., established 1814, and the MacFar- 
lane Shoe Co., established 1898. Nathan Cummings Shoe Co., 
Ltd., Montreal, Canada. 
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Delman, Inc. 


Delman, admittedly the finest hand-made shoes in America. 


The exclusive and outstanding designs created by 


build prestige and profits for a selected group of quality 
stores. 
Fall models retail as low as $12.50. Delman, Inc.. 


New York, N. Y. 





Dunn & McCarthy, Inc. 


Retailers who depend on a larger turnover and smaller inventory for bet- 
ter profits find it advisable to confine their buying to manufacturers with a quick 
and accurate stock department. Enna-Jettick service keeps a million-pair stock 
department operating better than 99% perfect, day in and day out, without sub- 
stitution of styles or sizes. This unexcelled speed in making deliveries and the 
development of the most salable shoes in America have created a dealer waiting 
list for the Enna-Jettick Franchise. Write, and we will tell you whether it is 


available in your community. Dunn & McCarthy, Inc., Auburn, New York. 
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in this model of black ooze and kidskin with accents of pinked piping. 


By quickly adapting and merchandising such new style ideas, our rapidly 


*““Newton-Process” footwear introduces a new type of gored step-in 


expanding business has necessitated a much larger factory. Now, in our 
new home, we will be better able to take care of the ever-increasing de- 


mand for Newton-Process footwear. Newton Elkin Shoe Co., Philadel- 


phia, Pennsylvania. 


Newton Elkin Shoe Co. 
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wear for hours of relaxation. By giving this phase of the shoe business 


Make your store famous in your locality as headquarters for foot- 


your constant attention, you will increase your volume the year round and 
you will be building day by day toward a big and profitable Christmas busi- 
ness. This model, from our large fall collection, emphasizes an interesting 
sandal design by the contrast of blue satin, white crepe, and red crepe. It’s 


an established “best seller.””. Keystone Slipper Co.. Inc., Philadelphia, 


Pennsylvania. 


Keystone Slioper Co. Inc. 
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L. V. Marks & Sons Co. 


ARCH TRIUMPH shoes are featuring their “June” step-in, above 
illustrated. This model combines graceful style with comfort and wear, and 


is presented in black satin kid with gunmetal silk trim. The L. V. Marks & 


Sons Co., Cincinnati, Ohio. 


Boor AND SHOE RECORDER 
Combining THE SHOE RETAILER, July 2, 19: 


9 
32 








ll 


(ear, 4 ‘ . Meh ont Oda ee Be Bong tea op 





Compo S h o efle 





BooT AND SHOE RECORDER , 
combining THE SHOE RETAILER, July 2, ‘52 








TRADE MARK 
















Think of it—this machine was practically unknown three years ago! 
And in this short space of time it has come to be regarded as the most not- 
able item of shoe manufacturing equipment. Today you find it work- 
ing smoothly and dependably in one hundred and twelve factories, in the 
production of practically every style and grade of footwear. Twenty-five mil- 
lion pairs is a conservative estimate of the number of Compo shoes which 


are being made and sold during the current year. 


This Compo Conveyor, so perfectly timed to the adhesive and drying 
quality of Compo Cement, provides the widest margin of safety for the manu- 
facturer. The widest margin of safety, also, for the thousands of successful 
merchants who have learned the wisdom of specifying Genuine Compo Shoes 


—made on the Compo Conveyor—and bonded with Compo Cement. 
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Have styles in your window that will bring customers 


into your store. We believe fully in the “pulling-power” of 


this model in patent leather. One glance is going to convince 
the woman of fashion that there is a shoe she wants to try on. 
That V-line of the vamp will suggest new instep comfort. 
She’Il realize that its “crisp” design, accented by perforations, 
will give her foot a more slender beauty. Marmon Shoe Co., 


Boston. Mass. 
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Be among the first in your city to promote the oxford 
most important fall versions, and you will have estab- 
»d the foundation for a profitable season. Of outstand- 


nterest is the three-eyelet tongue oxford for town wear. 


particularly good in this Cuban-heel model of kid, with 


rations and stitching. Because it’s a HUG-TITE shoe 
combination last, it fits without a ripple at the ankle. 


Charles Meis Shoe Mfg. Co., Lebanon, Ohio. 





Metropolitan Shoe Co. 


BRANCH OF INTERNATIONAL SHOE CO. 


A definite sincerity marks every product of Inter- 
national—never more clearly reflected than in our Compo 
shoes for fall. Metropolitan Shoe Company, Manchester, 
New Hampshire. 





Milius Shoe Company 


3 “Trump,” a superbly moulded opera pump with an 
‘ extremely narrow “Custom” shank. Milius in-stock de- 
: partment features the “Trump” pump in all prevailing 
j materials for immediate delivery. Milius in-stock service 
“will simplify your merchandising problems. Miliusway 
: pumps will guard your store’s reputation for quality and 


' values. Milius Shoe Company, St. Louis, Missouri. 


& 











|. Miller & Sons, Inc. 


weight—these are three decidedly important thoughts to keep in mii 


Delicacy of line, exquisite craftsmanship and extremely igi 


when you are planning your fall stock of formal shoes. You can depet 
on finding these points of quality and fashion in I. Miller shoes, made 
the world’s leading shoemakers. In the sandal sketched, a typical mote 
kidskin, grained to oxford tones, is contrasted with tiny strips of black ki! 


in ethereal design. I. Miller & Sons, Inc., Long Island City, N. Y. 
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“STYLEADER” shoes combine three strong fashion points in 


“The Troy.” It’s a variation of the opera pump; that’s one. The bow 
running through eyelets is another. The use of kid trimming on black 
suede is a third. Hidden under the bow, an elastic gusset adjusts “The 
Troy” to insteps which are sensitive and hard to fit. The Moore Shoe 


Company, St. Louis, Missouri. 
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Styles that “have sell in th 
are the styles you'll find in { 
Ornsteen line of profitable footwe 
And you'll find everything in that 
lasted, sized, and finished to give yg 
customers perfect, easy fit. That's y 
so many retailers all over the coun 
are depending on these shoes for { 
“backbone” of their volume busing 
M. T. Ornsteen Shoe Company, 


boro, Mass. 


M. T. Ornsteen Shoe Co. 


Sketched above: The “Sunway 
Pump,” introducing a novel side de- 
sign with gunmetal silk kid trimming 
and white silver kid piping on black 
calf. It has a 20/8 heel. 


Sketched right: Patent leather 
“Venice” Sandal, in comfortable T- 
strap model. It has a 20/8 heel, and 


white silver kid is used as piping. 








' With new lasts, new construc- 
/ fon and new styles, Pilgrim-Maid 
/ lels for fall are opening up new 
ftunities of profit in shoes to sell 
7 4.00 and $5.00. This evening san- 
, shows the new less-open effect that 
atl a high fashion. Though pic- 


fed in blue suede with silver kid, it 


ma be had in any fashionable con- 


r Pilgrim Shoe Company, So. 
; Boston, Mass. 


e This looks, feels and fits like a 
high-priced seamless pump . . . but 
you can retail it for $2.95 and make 
a good profit. It’s a Philco shoe of 
black suede with fawn lining and 20/8 
Louis heel in widths from AAA to C. 
Being a shoe of COMPO construction, 
it’s beautifully smooth inside and out, 
regardless of low price. Philco Shoe 


Corporation, Salem, Mass. 
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This green suede afternoon shoe will make a colorful spot in the 


style picture of your fall display. The green is a soft, rich shade, 


perfectly matched in the kid trimming and the touch of stitching. All 
women are walking more, and you are sure to have calls this fall for this 
type of dress shoe—light, comfortable, and strong. Be ready. Pontiac 


Shoe Mfg. Company, Pontiac, Illinois. 


Pontiac Shoe Mfg. Company 
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Prospect Shoe Company 


The perfect fitting qualities, smart design and the high-grade ma- 
terials and workmanship of Prospect “Beautiful Shoes” offer splendid 


opportunities for quick turnover and increased profits. 


Prospect shoes are priced for volume selling. Prospect Shoe Com- 


pany, Boston, Mass. 
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“Hope” is the name we have given to this one-strap 
pin-perforated brown kid, with open shank and slender 
/8 heel. And it is well named, for the hope for success- 

5 fall business in afternoon styles is wisely placed upon 


ho es like this. Though extremely light, it has such satisfy- 


ag balance that your customer will recognize in it a shoe 


she can wear comfortably hour after hour. Samuels 


thoe Company, St. Louis, Missouri. 


Company __ 
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The Scholnick Shoe Company, located in one 
of greater Boston’s most modern plants, is meeting 
today’s merchandising demands under the able direc- 
tion of the popular and well-known Jack Vogel. 
Scholnick Shoe Company, Boston, Mass. 
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Selby Shoe Company 


® Your windows will be something to make your com- 
petitors envious this fall if you display in them such new 
ideas as are expressed by this TRU-POISE shoe of Indies 
brown kid. It’s our “Jancy” model. Diamond-design 
perforations and an underlay of beige Amalco kid empha- 
size the outstanding style point, the stripping used as a 
collar and fastened with a tiny buckle. The 18/8 Louis 
heel is important. Selby Shoe Company, Portsmouth, Ohio. 
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Sd Nisley footwear in no small degree may be 
directly attributed to the fact that in our Columbus 
factory 100% of our shoes and in our Newark 
factory (now rapidly being equipped ), all our foot- 
wear for women is made on machinery and by the 
methods of Compo. 


A Nisley evening sandal in black moire and 


silver. 


Number Sixteen of a series 
NISLEY GALLERY OF BEAUTIEs 
Mrs. Davenport (1756-1829) 


A delightful, charming bit of femininity 
beautifully interpreted by Geo. Romney 
his portrait of her is rated one of the fin 
in the exhibition of British art in Vie 
At a sale at Christies in London:it brog 
60,900 pounds ($304,500). The subject 
born Charlotte Sneyd, married Davie 
Davenport, M.P. in 1777. 





NISLEY BEAUTIFUL SHOES 


Nisley shoes are made in the factories of 


The G. Edwin Smith Shoe Co. 
Columbus and Newark, Ohio 





in sandals for formal and semi-formal wear. Models like this, which last 


When making up your sales quota for fall, plan on more business 


season were considered strictly evening shoes, are now shown for late 
alternoon wear, too. When carefully promoted, there is great style pres- 
tige, as well as new sales possibilities in this movement. Clever manipula- 
tion of the straps gives unique pattern to this sandal of orange suede with 
vold kid trimming. We can make it in any of the leading color contrasts 


you choose. Seymour Troy & Company, New York, N. Y. 





the great salons of Paris cannot make them truly fashionable unless they 


More and more women are realizing that all the art represented by 


walk with easy grace. Reflecting this thought, stores all over the country 
are finding an increased demand for such shoes as the “Fairmount.” It’s 
an arch-tone shoe of kid, with lizard trimming, made over the famous Red 
Cross limit last to fit the foot in action or repose. The United States Shoe 


Corp., Cincinnati, Ohio. 


The United States Shoe Corp. 
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Unity Shoemakers, Inc. 


“Uniflex” footwear, in this chic dark brown kid pump, has 
supplied the growing consumer demand for “a pump that is dif- 


ferent, yet not fancy, something that can be worn with almost 


anything.” In this shoe, the new higher-in-front line is empha- 


sized by an applique of fine-grain lizard, outlined with patent 
leather in brown. to match the kid of the pump itself. Unity 


Shoemakers, Inc.. Boston. Mass. 
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Virginia lee Shoe C6. 


(DIVISION OF SIMPLEX SHOE MFG. CO.) 


To concentrate on a limited number of styles and to 
have a complete stock of sizes and colors are the modern prin- 
ciples of profitable retailing. This spectator pump of black 
suede trimmed with black calf has been designed for these 
modern merchandising requirements. Many pleasing color 
combinations can be worked up on this novel pattern, and, as 
we are making it in all-suede and all-calf as well as in contrast 
of the two, we believe this will prove a big re-order number 
in any store’s program. Virginia Lee Shoe Company, Mil- 


waukee. Wisconsin. 
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This Viol-shank pump carries a 20/8 heel and is 
such a popular number that we are carrying it in stock in 
all materials for fall. The charm and elegance of the Viol- 
shank will be sure to please your customers who will find 


in this feature superb fitting qualities unattainable in any 


other shoe. Wise dealers throughout the country are plac- 


ing these pumps in their stock for fall in all desirable mate- 
rials. Wolff-Tober Shoe Manufacturing Company, St. 


Louis. Missouri. 








J. "3. Luiok & Ce. 


: Again and again it has been indicated that the surest 
way for any store to build an enviable style reputation, for 
the future as well as for the present, is to be outstanding in 


styles for the coming generation. Zulick shoes for growing 


girls, misses, and children will keep you always a step ahead 
of your competitors in young fashions. This strap model 


comes in suede with perforated calfskin. J. S. Zulick & Co., 


Orwigsburg, Pa. 
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i. dust Why 
all this Enthusiasm ? 


THE entire industry recognizes, of course, that 
the Compo Shoe Machinery Corporation, through re- 
search and persistent, determined effort, has made 
successful cemented shoes possible. But this in itself 
is not sufficient to account for the great wave of enthu- 
siasm which has swept the industry and is bringing con- 


stant increase in the number of Compo cemented shoes 


made and sold. 


OBVIOUSLY, the success is due to certain in- 
herent qualities in the shoes themselves. First, there 
is the all-important matter of fit. Naturally, a shoe 
which is kept on the last throughout production will be 
more perfectly moulded to the lines of the last. It will 
have greater shape-holding qualities, too. 


AND, of course, in a Genuine Compo Shoe, 
bonded with Compo Cement, there is a permanent ad- 
hesion of sole and upper which outlasts the shoe itself. 


LIGHTER weight and greater flexibility are 
clear characteristics of Compo shoes. There are no 
stitches—no channel to fray at the sole edge. Women 


are quick to sense and appreciate the smoothness of line 


and of finish which Compo alone can give. 


THESE are the facts, based on the experience 
of successful merchants everywhere. These are the 


reasons for enthusiasm. 
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Delman, Inc. ..New York, N, Y. 
Dunn & McCarthy, Inc 

Dunn & McCarthy, Inc . Binghamton, N. Y. 
Newton Elkin Shoe Co Philadelphia, Pa. 
Keystone Slipper Co., Inc Philadelphia, Penna. 
SERS nnn eh Augusta, Kentucky 
L. V. Marks & Sons Co Ripley, Ohio 
Marmon Shoe Co Jamaica Plain, Mass. 
The Charles Meis Shoe Mfg. Co Lebanon, Ohio 
Metropolitan Shoe Co Manchester, N. H. 

(Branch International Shoe Co.) 

Milius Shoe Company 

I, Miller & Sons, Inc, 

The Moore Shoe Co 

National Shoe Co oe . Auburn, ‘Maine 


M. T. Ornsteen Shoe Co...........................Marlboro, Mass. 


Philco Shoe Corporation Salem, Mass. 


Pilgrim Shoe Company..........................S80. Boston, Mass. 
Pontiac Shoe Company Pontiac, Il. 
Progressive Shoe Co. 
Prospect Shoe Co Boston, Mass. 
Publix Shoe Company Stoneham, Mass. 
Rich-Vogel Shoe Co Hartford, Wis. 
Samuels Shoe Company v+eeee et. Louis, Mo. 
Scholnick Shoe Co Fis fata areas x ieapadsaeinns se Jamaica Plain, Mass. 
Selby Shoe Company [ronton, Ohio 
Selby Shoe Company Portsmouth, Ohio 
_ Edwin Smith Shoe Co Columbus, Ohio 
Edwin Smith Shoe Co....... biog ted iexcyl sonst Newark, Ohio 
eee See hhGd 4-0 00de ed Oaeeucadaen New York, N. Y. 
United Novelty EN ER 2 ee et nS Lowell, Mass. 
The U, S. Shoe Corporation. . Chillicothe, Ohio 
The U. S. Shoe Corporation Cincinnati, Ohio 
Unity Shoemakers, Inc ++++++ Boston, Mass. 


Virginia Lee Shoe Company....................... Milwaukee, Wis. 
(Division of Simplex Shoe Mfg. Co.) 


Wolff-Tober Shoe Mfg. Company St. Louis. Mo. 
J. S. Zulick & Company Orwigsburg, Penna. 
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» HOW’S BUSINESS ¢ 


Increase in Shoe Industry 


WasHINGTON, D. C.—A definite up- 
turn in operations in the boot and shoe 
industry during the last week has been 
reported to the U. S. Department of 
Commerce with indications that fur- 
ther expansion of plant capacity will 
take place in the next few weeks. 

It is reported that the planning of 
future factory operating schedules is 
being aided by the placing of business 
with manufacturers by large buying 
organizations and the receipt of small- 
lot orders. 

The Department is advised also that 
some price readjustments are still to 
be made and that the trade is wait- 
ing for definite decision as to the ex- 
tent of these reductions. The belief 
is expressed that when this price situ- 
ation is cleared up the demand will be 
en the up-swing, according to the De- 
partment of Commerce. 


Louisville Business Better 


LouISVILLE—Depression seems to 
have rounded the corner in the shoe 
business in Louisville for all the shops 
and departments seem to be doing a 
brisk business, though the major buy- 
ing is in the less expensive models. 
White has a tremendous vogue and also 
sandals. ‘The Boston Shoe Store had 
a very big May business, with the em- 
phasis on white and sandals _ this 
month; Burt’s reports all salesmen 
drawing a bonus for extra business, 
Cohen’s showed an increase of 30 per 
cent in the last six weeks. 

Kaufman-Straus Company, in con- 
formity with their policy to offer their 
customers all the service possible, have 
installed an up-to-date shoe repair de- 
partment. 


RS ee eI 
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Ohio Leather Dividend 


YOUNGSTOWN, OHIO—Directors of the 
Ohio Leather Company meeting here 
June 24 declared a 25 per cent dividend 
payable on 48,657 shares of common 
stock outstanding and approved a con- 
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tinuance of payment of dividends on 
both classes of preferred stock. 
Dividend on 4,491 shares of eight 
per cent preferred stock is $2 a share 
and $1.75 a share for 7,367 shares of 


seven per cent. The dividends are pay- 


able to stockholders of record June 24. 


Two new directors of the concern 











VOLUME and PRICES 


“When price slashing first began | contended 
and still contend that you can’t increase vol- 
ume by reducing prices,” writes Walter S. 
Cahall, advertising counsellor for the Middle 
Atlantic Shoe Retailers Association. “I so ad- 
vised two of my large clients, but my advice 
was disregarded. Only last week one of them 
admitted his mistake and said he was going to 
increase his price to where it was before he 
cut, and give better quality. | have yet to see 
or hear of any shoe merchant or chain who 
maintained volume by cutting prices. On the 
very face of the thing it is obvious it can’t be 
done. If you cut 20 per cent you've got to 
sell 20 per cent more shoes, and in these days 
you can’t do it. If you could increase 20 per 
cent you would be no better off than you were 
before. . 

“Furthermore, this price-slashing has the 
public dizzy. Today, you have no standard of 
value. Practically every shoe merchant be- 
came panicky and cut prices because his com- 
petitor cut. The most successful merchants | 
ever worked for charted their own courses, 
kept their eyes in the boat and ignored com- 


petition.” 








EVERY WEEK 


were elected at the meeting. They are 
Charles F. Smith, local attorney to 
take the place of the late John T. Har- 
ington, Smith’s former law partner 
and Fred H. Becker to fill a vacancy 


of long standing. 


Freeman Going Strong 

MILWAUKEE, WIS.—According to H. 
C. Freeman, of the Freeman Shoe Cor- 
poration, Beloit, sales of the firm are 
closely approaching record breaking 
volume, with a bright outlook for pro- 
duction in the coming months. Mr. 
Freeman announced that his plant has 
been operating 45 hours per week since 
the middle of May. 

“Our sales have shown a healthy in- 
crease during the past six weeks,” he 
said. “In fact, the third week in May 
came within a few dozen pairs of equal- 
ing the biggest weekly sales record in 
the history of the company.” 

The Freeman factory is still working 
on Summer sport shoe output, for which 
there has been an unusually heavy de- 
mand this season. 

Mr. Freeman also reported that just 
as soon as the rush is over for Summer 
shoes the factory will immediately be- 
gin large scale production of Fall and 
Winter shoes. Advance orders for Fall 


are being booked at a highly satisfac- 


tory rate, he said. 





» WHAT'S SELLING 4 
Whites Help Volume 


Des Moines, Ilowa—Extra white de- 
mand early in the season has enabled 
J. H. Meyer, head of the shoe depart- 
ment at Carley’s, to keep his volume 
up and to stack up a 10 per cent in- 
crease over last year for the first six 
months of this year. 

However, the mid-summer slump in 


the shoe business also came early this 
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THE 


SPORTINBAK 


with patented, flexible, 


ankle support construc- 
tion, is a feature selling 
shoe with great appeal to 
parents. It is easy to sell 
and resells itself. 


CARRIED IN-STOCK 


PATENT WHITE COFFEE 
LIGHT SMOKE JERSEY 


2 to 6—D...$1.35 6 to 8—C and D...$1.55 


* 
ON DISPLAY 


COPLEY PLAZA HOTEL 
BOSTON, JULY 11-12-13 


ROOMS 211-213 


* 
In addition to Sportinbak Shoes we will dis- 


play our re ar line of stock and make-up 
Puritan Welts. This line offers excellent 


opportunities for profit because of its su- 
perior materials and shoemaking at popular 


prices. 
* 





TERI Ick 


EPHRATA SHOE CO.) .... 


Ephrata, Pa. 
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them all... 
in fashion 
in texture 


in durability 


ZAPON 


for SLIPPER UPPERS 


Our modish patterns 
and new colors bid 


fair to again become 
the most popular this 
year. 


The texture, as al- 
ways,is of a superior, 
rich-looking quality. 
And, needless to say, 
the durability and 


wearing qualities of 
this product have 


been established for 
years, 


A better product—for 


better profits. 
Send for samples 


<tea> 


THE ZAPON COMPANY 


A Subsidiary of Atlas Powder Company 


Stamford, Conn. 
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ear, he declares, and was particular- 
ly noticeable a few days after the close 
of the school year. This trend was 
articularly noticeable in his business 
as his novelty lines cater to the school 
and college trade. 

The white business, which ordinarily 
preaks in full force about July 4, cen- 


tered about Decoration Day this year 
following out the general countrywide 


promotion of this idea. White kid 
sandal cut-outs and Suva mesh have 
heen leaders in white in his experience. 
The sports types, flat heels and sandals 
are coming in now. Patent leather was 


introduced to some extent particularly 
in the sandal cutouts as a forerunner 


of the patent seamless pumps shown 
for Fall. 


Fall Hosiery Colors 


New YorK—Eight new colors are 
shown in the 1932 Fall Hosiery Card 


just issued by the Textile Color Card 


Association to its members. These 
shades have been closely correlated with 
the outstanding colors in textiles, gar- 
ments and shoes, thus assuring the 
correct harmony or contrast with the 
basic color note of the costume, 


The new Fall hosiery colors comprise: 
DAWNGLO—light blush beige, for formal 
afternoon and evening wear. 


DOVEBEIGE—medium neutral beige, es- 
pecially smart with costumes in Bo 


deaux or Burgundy red, blues, neutral 
beige, black. 

HAZEBEIGE—darker neutral beige, to be 
worn with same costume colors as 
Dovebeige, particularly wine reds. 

TAUPEMIST—newest interpretation of a 
dark taupe tone, appropriate with black, 
wine reds, navy, dark grey. 

NOMAD—light greyed brown, correct as a 
complement to greens, pottery and yel- 
DP anes reds, and African browns. 

ROW NWOOD—light clear brown, smart 
eeyith all browns, greens and pottery reds. 

RHUMTONE—warm rich brown, created 
especially harmonize with costumes 
in the fashionable mahogany and rhum 
brown tones; may also be worn with 
greens and pottery reds. 

DUSKBROWN—new version of dark 
brown; an important high fashion shade 


to complement costumes in African 
brown tones; also smart with beetroot 


and deep wine reds. 

The following shades from past sea- 
son hosiery cards are also recommended 
for further promotion, because they 
continue to sell successfully: Allé- 


gresse, Fawn Brown, Interlude, Matin, 
Moonbeige, Tahiti. 


“All Purpose” Shoes 
St. Louis—Irving Sachs, general 


manager of Shu-Stiles Inc., St. Louis, 
returned last week after spending 
several weeks at the company’s eastern 
factories, 

Mr. Sachs says that in building shoes 
for Fall he had developed a very strong 


leaning towards the plain tailored 
types; shoes that are a cross between 
the dressy afternoon types and the 
broguish spectator sports types. He 
feels that women are going to buy more 


“all-purpose” shoes and not a shoe for 
every occasion. Mr. Sachs therefore 


thinks that black kid, black suede and 


brown kid will take the lead this Fall. 
Sales manager H. G. Siegrist an- 


hounces an increase in the size of their 
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sales force this season. It now numbers 


around forty men going into every sec- 
tion of the country. The new lines go 


out July 11th. 


Biggest White Year 


. MIAMI, FLA.—White is more in evi- 
dence this year than ever before, ac- 
cording to Cowen-Nankin Shoe Stores, 
Ine., of Miami. It is being worn in 
shoes of every type and style, for morn- 
ing, afternoon and evening wear. In 
men’s footwear some all-white is being 
shown, but more combination white and 
tan or white and black is popular. As 
the season progresses the demand for 
white increases. 


New Selby Line Selling Well 


PORTSMOUTH, OHIO—At a meeting of 
the directors of the Selby Shoe Co., 
held June 23, gratification over the re- 
ception of the new line of $6.50 welt 
shoes was expressed by all in attend- 
ance. They found that salesmen have 
experienced a good demand for the new 
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line of welts which is expected to step 
up the production of the Selby plants. 

The acquisition of the Ground Grip- 
per line, through the formation of a 
new corporation in which the Selby 
company is prominent, also came up 
for discussion in the meeting of di- 
rectors. 

It was the first meeting since N. B. 
Griffin has been made a director of the 
company. Others in attendance were 
Roger A. and Homer C. Selby, W. B. 
Altman, Henry T. Banon, L. M. Doty, 
H, K, Ferguson and William B, Dailey. 


Foster Features Quality 


CuHICcAGO—Two posters in the win- 
dows of F. E. Foster and Company 
stress the ECONOMY of buying quali- 
ty. They attract instant attention, 
Price marks of shoes are inconspicuous- 
ly placed in each pair of shoes. The 
announcements on the posters are: 


“Quality is Always a Bargain,” and 


“Quality has No Substitute.” 
Adds Children’s Shoes 


Youncstown, On10—Proctor-Hall’s, 
207 Federa) Street, one of the oldest 
and best known local shoe stores, have 
added a new children’s shoe depart- 
ment, located on the main floor to the 
rear of the store. : The new depart- 
ment will specialize in Classmates 


lines of footwear for juveniles. New 
fixtures and appointments have been 


installed. 





The Best 
Stores- 


Sell 
DUDE RANCH CAMP-MOCS 


(GENUINE GOODYEAR WELTS) 


SowMeER z KAUFMAN 
———— 
838 MARKET STREET 


Our Thrift Shop 
blazes a 

New Trail 
with 


CAMP-MOCS”%# 

famous throughout America 
Camp-Moc 

Unlined GHILLIE 


$ 395 


Byte price 
ite, smoked or tan 
= Rubber soles, 


8-inch 


Camp Moccasin, 


‘3 


—— say they’re a —r* 
ful for camping and hi 


—s 
Smoked elk with gristler rub. — 


ber soles, 


14-inch 
Hiking Moccasin} 


$ 6*° 


An exceptional value in 

women’s boots. Coffee brown 

elk with stout leather soles; 
ull, comfortable toe. 








Take note how Sommer & Kaufmann meet the 
demand of the summer camping and outing 
season. 


IN STOCK—Always 


Write for Dude Ranch Camp-Mocs Catalog 


in natural colors, showing complete line. 

The Juvente Suor CORPORATION 
OF AMERICA 

AURORA MISSOURI 


ST. LOUIS SALES OFFICE: JEFFERSON HOTEL 





WHERE TO BUY 
Shoe Forms 


~~ , ie 
| Fairy Forms| 
FOR SHOES AND HOSIERY 


made from white, 
bransparent or colored 


FAIR YLITE 
Shee Form Co, Inc, Auburn, NX, 


Ll le dhe ie eli ele ei) 


WHERE TO BUY 
Men’s Shoes 





KZ, 


©). A. PACKARD CKARD CO., Makers 


“Tlettleton 


and MILLER COOK SHOES 
A. E. NETTLETON CO. 














Manufacturers of 
MEN’S FINE 




















EAST WEYMOUTH. MASS. U.S.A. 








“A MAN’S DECISION” 


THE 


~ 


Boston—183 Essex Street 
N. Y.—915-917 Marbridge Bidg. 














Buckles Sell Pumps 

Cuicaco—lI. Miller and Son are using 
a group of novelty buckles to push a 
special selling of opera pumps. Pumps 
and buckles occupy a very conspicuous 


place in one State Street window. The 
rest of window is occupied by whites. 





» ABOUT PEOPLE ¢ 


C. H. Conner Makes Change 


Des Motnes, lowa—C. H. Conner, 
head of the shoe department at the 
Utica for the last five years, is leaving 
July 1 to take up his duties as head 
of the upstairs shoe departments for 
Peterson-Harned-Von Maur in Daven- 
port, Iowa. 

R. J. Severson will continue’as head 
of the men’s shoes and Miss Beulah 
Wills for the children’s shoes at the 
Utica, his successor in charge of wom- 
en’s shoes to be selected later. Lee 
Sloan, who was with the Davenport 
store has located in Cedar Rapids. The 
Utica started its July clearance of 


shoes June 23. 





Q| Buck Staff 


Dayton, OHIO—B. E. Hackstadt, 
well-known Dayton shoe man, has re- 
cently become affiliated with the Harry 
L. Buck Shoe Co., 28 S. Ludlow Street. 
Mr. Hackstadt was formerly of the 
Walk-Over shoe store and recently with 
the Cantilever shoe store in the Bilt- 
more Hotel building. He has estab- 
lished a reputation as an expert in cor- 
rective types of shoes and is thoroughly 
experienced in all lines of the shoe 
business. 


Shibe Named Buyer 
Burrato, N. Y.—Samuel A. Shibe 


has been appointed buyer of women’s 
and misses’ footwear for the Wm. Hen- 
gerer Co., it was announced by Prentis 
T. Burtis, president. For several years 
Mr. Shibe was shoe buyer for Gimbel 
Bros., of Pittsburgh before coming to 
Buffalo. 


To Buy Hosiery 


BurFraLo, N. Y.—Louis Newman, 
buyer of women’s shoes in the base- 
ment department of the Wm. Hen- 
gerer Co., has also been given buying 
supervision over the men’s and boys’ 
hosiery department, it was reported by 
Edward Camper, basement merchan- 
diser. 


Heads Protective Group 


INDIANAPOLIS, IND. Arthur G. 
Brown, manager of the Marott Shoe 
shop, was re-elected treasurer of the 
Stores Mutual Protective Association 
at the annual meeting of the organiza- 
tion June 14, held in the association’s 
offices in the Illinois building. 
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Francis E. Markowitz Marries 


READING, Pa.—Francis E. Marko. 
witz, manager of Schwartz's Shy 
store, this city, and Miss Ida Sack 
were married at Norristown, Pa., 9) 


June 21. Rabbi Markowitz, a brothe 


of the bridegroom read the service, 


Following a trip to New England th 


couple will make their home in Reading. 


Bush Sees Commodity Prices 
Subnorma) 


CINCINNATI, Oxnto—Citing as ex. 
amples, cotton, hides, rubber and whear, 
John A. Bush, President of the Frown 
Shoe Company, St. Louis, in a talk a 
the Netherland Plaza, said he expect 
no significant advance in _ commodity 
prices, but that it is certain they ax 
new below figures to which they finall 
will settle. He and executives of th 
Central Shoe Company, St. Louis, were 
in Cincinnati for the annual two-day 
conference with salesmen. 





» TRADE DOINGS 4 


— 





Retail Conferences 


MINNEAPOLIS, MINN.—District con. 
ferences of shoe retailers at several 
points in the Northwest are to result 
from the success of the recent meeting 
in Sioux City, Iowa, attended by 5i 
dealers of the city and from towns in 
South Dakota and Minnesota as wel 
as Iowa. Secretary H. S. McIntyre of 
the Northwestern Shoe Retailers Re. 
gional Association said today that 4 
conference similar in purpose ani 
scope is to take place in the early Fall 
in Fort Dodge, Iowa, and Sioux Fall, 
S. D., and later in the year at som 
point in North Dakota and in Min 
nesota. 

One of the fine results of the Sioux 
City meeting in the Hotel Martin wa: 
organization of an informal shoe club 
to meet weekly at luncheon in the West 
Hotel, beginning June 21. H. W. Reid. 
a director in the regional association 
whose idea is incorporated in the club, 
is to be the informal head. Mr. Reid 
was responsible for 21 new members 
of the Regional association reported a 
the Sioux City meeting. Visiting shoe 
travelers and retailers will be wel- 
comed at the club meetings. 

S. M. Welch, retailer at Fort Dodge, 
is to decide the date of the conference 
there and will be in charge, and A. P. 
Johnson at Sioux Falls. 

Shoe retailers who attended the 
Sioux City meeting reported a feeling 
of optimism regarding fall trade pros- 
pects. 


Would Divide City Orders 


BUFFALO, N. Y.— Suggestions that 
shoe orders issued by the city welfare 
department should be honored by neigh- 
borhood retailers so that this business, 
amounting to approximately $206,000 a 





year, could be widely distributed in- 
stead of one company enjoying a m0 
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| SSivorons 
Be Alling Sov Fall 


SUANEE, NO. 172 The brown that you’ve sold for the 
(Indies ) last three years, the brown that all 
your customers accept for wear with 
browns, beiges, greens, reds, and 
all brown furs. A volume color 
in all grades. 


CONGO NO. 1 The deep brown that we introduced 
(Cinder) ~ as a high fashion color last year, 


which is beginning to sell very well. 


Se New Crstle ay af uk. ©. pm 


Cohentapilen by request to Room 1702-100 Gold Street, New York 
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WHERE TO BUY 
Sandals 





PCeULAR 
RICES 


Hard Leather Soles—Wood Heels 
HORCO SLIPPERS are made better— 
and sell better—than any other slippers 

the market in the popular price 


Samples on Request 


VINCENT HORWITZ CO., Inc. 
64-76 W. 23rd St. New York City 











POS nS Oe Pe eS 


WHERE TO BUY 


Women’s Shoes 


8 6 8 8 FS Os 


WRITE FOR SAMPLES AND CATALOG ane 





CUSHION SHOES 


FOR WOMEN 
THE JOHN EBBERTS SHOE CO., Inc. 
Buffalo, N. Y. 


Both lines carried in stock. 


FOR MEN 
J. P. SMITH SHOE CO. 
Chicago, Ill. 











“KUSH -IN-EZE”’@ 

REGISTERED 
Hand-turned house shoes with 
all that any woman desires in a 
shoe of this type. All sizes and 
widths in 


VAUGHAN-TOWLE CO. 


WAKEFIELD, MASS. 
(DIVISION OF L. B. EVANS’ SON CO.) He) 


= 














nopoly because it was the low bidder, 
have been submitted to the city by the 
Buffalo Shoe Dealers’ Association. 

At a meeting of the association, of 
which Clarence I. Lanich is president, 
a committee was appointed to confer 
with Norman C. Sprickman, director of 
the purchasing division of the city, to 
outline details of a proposed new plan. 

Under the plan proposed by the Buf- 
falo Shoe Dealers’ Association, the prac- 
tice of submitting bids would be dis- 
continued and welfare orders specify- 
ing shoes of a certain price to fit a 
certain individual in need of footwear 
would be issued and these orders would 
be honored by any retailer. This 
method, the shoe retailers say, is used 
by the city in supplying needy families 
with food orders. 





~ CONFORMING MACHINE 


eR 
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Illustration shows a 
new type of shoe 
conforming machine 
that has recently 
been perfected and 
placed on the mar- 
ket. It is said to be 
in successful use at 
the present time in 
a number of well 
known shoe stores. 


The idea embodied in the machine il- 
lustrated herewith was patented by a 
practical shoe man of considerable ex- 
perience in fitting shoes. The inventor 
was convinced that the feet of the same 
individual vary considerably, hence the 
need of a device that will do a conform- 
ing job properly and not damage the 
shoe in so doing. 

This machine is now in actual use in 
several retail stores that are decidedly 
pleased with the results being daily ob- 
tained. The heading off of complaints 
by sending out customers with perfectly 
comfortable shoes is of great impor- 
tance. 

There is a tremendous amount of 
power which may be exerted and di- 
rected through the means of this device. 
It makes adjustments on the insoles of 
shoes, relieving corns, bunions, cal- 
louses, hammer-toes, instep-bites, cu- 
boids and other deformities. Eliminates 
painful or uncomfortable pressure on 
the foot. It makes more room in the 
shoe for length, width and depth, with- 
out stretching or disturbing any of the 
upper leather in the shoe. It smooths 
out insoles of old shoes—brings them 
back to their original new condition; 
also flattens out channeling, raised 
welting or sharp insole edges. 
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Popularizing Patent Leather 


‘Boston.—A very attractive combi. 
nation is being shown by the Colonia] 
Tanning Company of Boston, Mass., in 
a@ woman’s oxford or pump, which has 
a full vamp of brown patent leather 
and a quarter of suede calf in a slight. 
ly darker shade. The result is a rich 
two-tone effect in quiet and dignified 
style. 

The Colonial Tanning Company also 
has on display a very interesting array 
of little children’s shoes made entirely 
of their patent leathers, in an exten. 
sive variety of colors and shades. These 
include various shades of brown, which 
they report have first call, black, white, 
cherry Kolo, a rich reddish brown, and 
the brighter colors, such as red, blue 
and green. 

According to Kivie Kaplan, who is 
in charge of the Boston office of the 
Colonial Tanning Company, their color 
No. 99, a handsome brown, is the most 
popular shade which they are selling 
now for women’s shoes. 


To Regulate Distress Sales 


INDIANAPOLIS, IND.—An ordinance to 
regulate “closeout” or “distress mer- 
chandise” sales in the city of Indian- 
apolis and to eliminate fraud in such 
sales has been introduced in the city 
council. The ordinance provides that 
such sales of “distress merchandise” 
shall be conducted only after a license 
has been secured. In addition to this 
license an additional fee of $2 for each 
$1,000 or any fraction thereof of mer- 
chandise offered shall be paid. 

The ordinance defines “distress mer- 
chandise” as that offered as an insur- 
ance, bankruptcy, mortgage, insolvent, 
assignees, executors, administrators, 
receivers or trustees sale of goods of- 
fered as damaged by fire, smoke, water 
or as the result of any other contin- 
gency. Application for a license must 
give a detailed inventory and will not 
permit replenishment during _ the 
ninety-day period for which the license 
is issued. If the stock listed in the 
inventory is not closed out during this 
period, a supplementary inventory 
must be obtained. 

Violation of the ordinance carries a 
fine not to exceed $300 and imprison- 
ment not to exceed ninety-days. Many 
of the most prominent members of the 
trade are backing the ordinance. 


Detroit Changes 


Detroit—Kay’s Boot Shop at 7404 
Mack Avenue, on the east side of De 
troit, has been taken over by Dellis 
Harwith. The store was formerly 
owned by Scheirer and Scheirer. 

John A. MacCallum, for several 
years manager of the Koerber Boot 
Shop at 5509 Michigan Avenue on the 
west side of Detroit, has bought the 
store from Koerber, who retired from 
the business actively several years ago. 
The location name has been changed to 
MacCallum’s Shoe Shop. 
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Shoe Manufacturers the world over 
know that,They’re made of Skinner's” 


sells women's footwear. 


WILLIAM SKINNER & SONS — Estab. 1848 
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WHERE TO BUY 


Men’s and Women’s 
Slippers 





Men’s Hand Turned Slippers 


ROMEOS EVERITS OPERAS 
ALL LEATHERS $2.00 TO $2.50 
GOLDEN BROWN KID—IN STOCK 


ROTH SHOE COMPANY 
MANUFACTURERS 
eM. FOURTH ST. PHILADELPHIA 








\ QUALITY TURN 
= D’ORSAYS 


All Colers A & C In Stock 
te Retall at $2.00 
Write for catalogue 
FREEMAN-THOMPSON 
HOE COMPANY 
Minnessta 














W. S. CHASE & SONS, INC. 


HAVERHILL, MASS. 
Genuine Handturned 
Leather-lined kid Mule 
Patent-Red - Blue- Tan. 
Price $1.20 
Men's Leather - lined 
In Stock sre Price 





ll tal eal 


WHERE TO BUY 


Sport Footwear 
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FY 





WHERE TO BUY 
Ballet Slippers 





In Stock Black Kid 
Ballet Right and Left 
Last 
Ladies’ $1.20 pair 
Misses’ $1.15 pair 
Childs’ $1.10 pair 
BLOG SHOE CO., INC. 
147 Duane Street 
New York City 











BOSTON 
SHOE FAIR 
Hotel Statler 

July 11th, 12th 
and 13th 





Golden Gets Control 


BrocKToN—Daniel J. Golden has ac- 
quired the controlling interest in the 
sporting goods shoe company bearing 
his name and with which he has been 
associated for more than fifteen years, 
together with Charles H. Dean and 
Richard G. Stall. 

According to plans, Mr. Golden will 
remain in the present factory of the 
company until the lease expires, when 
he plans to expand the business, which 
for years has been regarded as one of 
the largest factories in the country 
making sports footwear exclusively. 


Convention Shoe Windows 


CuHicaGo—There were some brilliant 
shoe displays set up last week for 
Democratic national convention vis- 
itors. These include both department 
stores and exclusive shoe shops. 

At Carson, Pirie, Scott and Com- 
pany’s one entire State Street window 
was given over to a showing of white 
shoes. These were set up against an 
entire background of glowing black. 
Across this was printed in large white 
letters the announcement: 

“White Shoes Tread the Path of 
Fashion.” 

One or two carefully selected bags 
and as many pairs of gloves accom- 
panied the shoes. The gloves were 
slipped through heavy red bracelets 
giving a touch of brilliant color. The 
next window displayed all white bags, 
these accessories helping to push shoe 
sales. 

A block down the street Mandel 
Brothers devoted a window to shoes. 
Again black and white was used for 
display work, but this time white pre- 
dominated, pricked out with black. Two 
full length white panels on either side 
of the shoe display set forth a woman’s 
day in six sketches, golf, street, calling, 
tea, dinner and dance. 

At I. Miller & Sons one large win- 
dow was given over to a hosiery sale 
featuring hose at two prices, 67 and 
87 cents. The opposite window fea- 
tured white shoes and an opera pump 
special which sold for $7.90, including 
some unusual buckles. The Island 
window was given over to a display of 
white bags. Fixtures were modernistic 
in design, in shades of old rose, pastels 
and green. 

Walk-over Shoe Stores, both men’s 
and women’s, offered a patriotic back- 
ground against which their shoes were 
displayed. A bust of Washington oc- 
cupied the central space, flanked by 
silk flags. Draperies against which 
the shoes were set up were of blue cloth 
printed with white stars. Golf balls 
and golf sox were shown among the 
sport shoes in these windows. 


Installs Men’s Shoe Department 


Des Mor1nes, Iowa—Horn and Leab- 
hart men’s clothing store at Tipton, 
Iowa, has installed a stock of men’s 
and boys’ shoes. 


Maling Brothers Open 


CuIcaGo—The new store of Maling 
Brothers, situated at 231 South State 
Street had its formal opening Satur. 
day, June 18. Louis Macher is man- 
ager. Mr. Macher has been in the shoe 
business for over twenty years and has 
had extensive experience with chain 
store operation. 

The new store has been completely 
revamped and is strictly modernistic 
both in interior decorations and in win- 
dow fixtures. The front is constructed 
of Allegheny steel. A complete air 
conditioning and cooling plant has 
been installed. Handsome new win. 
dows offer spacious window display op- 
portunity on State Street. The archi- 
tect in charge was Louis Kroman of 
Chicago. 

This chain of stores, of which this is 
the ninth, specializes in popular priced 
fast selling novelties. Besides shoes 
considerable space in all the stores js 
given over to bags and hosiery: This 
season a glove department was opened. 
Customers buying shoes are invited to 
inspect gloves to complete their en- 
semble. 

The Maling Brothers house is made 
up of four brothers, Messrs. San, 
Louis, Al and Max. Since the first 
store was opened over twenty years 
ago this house has made steady pro- 
gress, adding one unit after another 
until this new ninth link in the chain 
has fulfilled a long cherished ambition 
of the brothers to invade State Street. 


Hosiery Window Wins $1,000 


NeEwaRK, N. J.—A window display 
of hosiery arranged by Jerome Walter, 
display manager of Kresge department 
store, has won first prize among 200 
entrants in a nation-wide contest spon- 
sored by Julius Kayser & Co., hosiery 
manufacturers. The prize was $1,(00. 

The display, which recently occupied 
a Kresge window, showed five young 
women seated in a street car reading 
newspaper advertisements of Kayser 
hosiery. Every detail of the scene 
was complete, even to the various ad- 
vertising placards above the street car 
windows. The display was framed by 
two advertising panels and two exhibits 
of stockings. A catchline above the 
display was “The Hosiery You Read 
About.” 


Builds Sales 


ATLANTA, GA.—A pair of shoes 
awarded to the salesman in the men’s 
furnishings and second floor clothing 
departments turning over the most cus- 
tomers during the month to the shoe 
department has been found a good way 
of building for the shoe department by 
Paul Barcroft, manager of the men’s 
shoe department at Zachry’s, prominent 
Atlanta clothing store. The plan is not 
put into effect every month, but several 
months during the year, and with ;ood 
results. 
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WHERE TO BUY 


Children’s Footwear 
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SPORTINBAK 


FLEXIBLE 
ANKLE SUPPORT 
SHOE 





Assures correct ankle posture by 
a new, poemes construction ap- 
proved by orthopedic specialists 


and parents. 
SEND FOR SAMPLES 
IN-STOCK 
PATENT .... 
JERSEY .... CO) 
LIGHT SMOKE 
2 to 6 $1.35 6 to 8 $1.55 


EPHRATA SHOE CO., Inc. 


EPHRATA, P. 











Naty 
ACROBAT 


PATENTED 


SANDALS 


First Choice Everywhere 


SHAFT PIERCE SHOE CO. 


FARIBAULT, MINN. 














2 MAIN ST. 
WILTON, MAINE 





GHBASS & CO, 
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WHERE TO BUY 


Shoe Accessories 
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Why Not Buy At 
Manufacturers’ 
Prices? 


Felt or rubber Metatarsal But- 
tens, leather top; and plain 
felt heel cushions, 3-ply leather 
eel seats, grippers, pinch pads. 
findings, chiropodist feits, etc. 
CARLTON CUSHION ARCH MFG. CO. 
821 West Monree Street Chicago, Ill. 














Charles S. Benedict 


NEw CANAAN, CONN. — Charles S. 
Benedict, 81, formerly a partner in the 
firm of Benedict & Co., shoe manufac- 
turers, New Canaan, died June 23 in 
the house here in which he was born, 
and had lived all his life. 

Mr. Benedict was widely known in 
the shoe industry. He is survived 
only by a sister, Mrs. G. F. Lockwood, 
of New Canaan. 





..On the Selling End... 


News of the Travelers and Sales Activities 





Silverstein with Carlisle 


CARLISLE, PA.—Harry A. Silverstein, 
for the past ten years associated with 
E. P. Reed & Co. of Rochester, N. Y., is 
now affiliated with the Carlisle Shoe 





HARRY A. SILVERSTEIN 


Co., Carlisle, Pa., in the capacity of 
sales representative. 

Mr. Silverstein will cover New York 
State, New Jersey, Connecticut, Massa- 
chusetts and Rhode Island, where he is 
well known to the trade. His head- 
quarters will be in the Marbridge 
Building, 47 West Thirty-fourth Street, 
New York City. 





Visit Southeast 


ATLANTA, GA.—Officials of the Brown 
Shoe Company and Central Shoe Com- 
pany, of St. Louis, Mo., were in At- 
lanta on June 17 and 18 for a meeting 
with salesmen in Southeastern terri- 
tory. Among the sixteen officials of the 
two firms visiting Atlanta were John 
A. Bush, president of the Brown Shoe 
Company; T. F. James, vice-president 
and general manager of the Brown 
Shoe Company; A. G. White, advertis- 
ing manager of the Brown Shoe Com- 
pany, and W. F. Tarlton, president of 
the Central Shoe Company, St. Louis. 





Bourquin Succeeds LePine 
Rocuester, N. Y.—The Sherwood 
Shoe Company of Rochester last week 


appointed E. R. Bourquin to succeed 
Frank H. LePine, who died recently, 


as Chicago and Midwestern represen- 


Ohio Travelers Elect Officers 


CoLumBus, OHI0—The Ohio Sho 
Travelers Association which has heaj. 
quarters in Room 113, Chittend 
Hotel, has started an aggressive can. 
paign to secure positions for its mep. 
bers who are out of work. 

At the annual election of officers py. 
cently, J. J. Kaltenbrun was rename 
president for the coming year; Georg 
A. Brackney, vice-president and A. (¢. 
Bigelow, secretary and treasurer. Ney 
directors for two years are: 0. Y. 
Price, J. W. Riley, and J. H. Williams 
Hold-over directors are Perry Y, 
Smith, Henry W. Skinner and J, 
Mackay. 

W. A. Shraub, a traveler residing i 
Wadsworth, Ohio, has taken a position 
with the Marion Shoe Co., Marion, Ind, 
to cover Pennsylvania and New York 

Charles Aspinall, a well known tray. 
eler living in Columbus has taken a 
position with the Huth & James, Mil 
waukee, covering Western Ohio and 
the city of Cleveland. 


Join Vulcan Staff 


BrockToN, Mass.—The Vulcan Cor. 
poration has announced the addition of 
two well known shoe men to its mer. 
chandising organization, Arthur J. 
Chase and Warren L. Tapley. The 
former will devote his energies to the 
development of the men’s shoes, while 
Tapley will concentrate on styling the 
women’s line. 

Both men have had considerable 
experience and are well fitted to assume 
their respective duties. Mr. Chase was 
one of the head merchandisers for the 
George E. Keith Shoe Co. for 16 years 
and had under his immediate super- 


large stock department. This included 
the selection of lasts and patterns, to- 
gether with the responsibility of mer- 
chandising the product. 

Mr. Tapley has been with the Stet- 
son Shoe Co. and for the past 6 years 
has been styling the women’s shoes 
He will continue the work with the 
local Vulcan organization. 





Opens Sales Office 


CINCINNATI— The Cincinnati Shoe 
Company has opened new offices at 610 
Chamber of Commerce Building, Cin- 
cinnati, in close proximity to hotels 
catering to shoe men. Their complete 
line is on display at all times. 

P. A. Pathe and Harry J. Grossman 


are members of the buyers’ reception 





tative of the company. Mr. Bourquin 





was Mr. LePine’s assistant. 


committee. 
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Entering a New Era = = = 


LaLonde & Clarke, Inc., welcomes 
Mr. Robert L. Huffine as a member of 
this firm, and announces the re-organiza- 
tion under the name of Huffine & 


Clarke, Ine. 


Mr. Huffine, who has national recogni- 
tion in the children’s footwear field, en- 


tered our organization July 1, 1932. 


Our entire factory personnel remains 
unchanged, insuring the same high 


quality in Junior Footwear. 


HUFFINE & CLARKE, Inc. 


ROCHESTER, N. Y. 
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Foerderer Promotions 


PHILADELPHIA — Percival E. Foerd- 
erer, president of Robert H. Foerderer, 
Inc., has announced the following pro- 
motions in this organization: 

Andrew J. McClintock, who has been 
associated for a great many years with 
the Foerderer sales organization in 
Philadelphia, is now making his head- 
quarters with Lucius Beebe & Sons, 
Inc,, 129 South Street, Boston, New 
England selling agents for vici kid. 
He is now in charge of New England 
business and will personally cover that 
territory. 

B, ©, Carrol) has been appointed 
sales manager. This promotion comes 
to Mr. Carroll, who is well known and 
liked in the trade, as the result of 
many years of successful selling for 
Foerderer. In addition to his new re- 
sponsibilities, he will continue person- 
ally to cover the states of Pennsy)vania, 
New Jersey, New York and Virginia. 

To Walter W. Markel, long identified 
with the Foerderer organization, has 
come the new responsibility and title of 
assistant to the president. For years, 
every detail in the internal workings of 
the plant has been so efficiently super- 


vised by him that this recognition is not 
unexpected. 





To Consolidate Two Stores 


BALTIMORE, Mp. — Wyman’s, who 
have been operating three shoe stores 
in Baltimore, located on Lexington 
Street West, North Avenue and 111 
East Baltimore Street, have decided 
to discontinue the East Baltimore 
Street store, which has been operated 
as a men’s shop exclusively. The stock 
of the men’s store will be removed to 
the West Lexington Street store, where 
men’s, women’s and children’s shoes 
are sold. 

Henry E. Wyman stated that the 
main store at 19 West Lexington 
Street, and the exclusive Junior store 
on North Avenue will be continued as 
heretofore. 


To Start Production 


No. ABINGTON, MASs.—Plans are un- 
der way for the opening of the P. P. 
Shats Shoe Co., who recently pur- 
chased the modern factory formerly oc- 
cupied by the M. N. Arnold Company 
here. 

Present plans call for production to 
start about Aug. 1 on men’s work 
shoes, this line to be increased eventu- 
ally to a low priced welt line. The firm 
is headed by P. P. Shats with Attorney 
Stephen Vishinskas as treasurer, 


Panels Tell Shoe Story 


Cuicaco—Window length panels in 
white upon which figures are sketched 
in bold lines after the modernistic man- 
ner tell the shoe story of a woman’s 
day. The six sketches include golf, 
street, calling, tea, dinner and dance. 
These panels are used in connection 
with an all-window display of Enna 
Jettic Shoes. 

















The feature, ‘My Life of Style,” by 
Julius A. Goldberg, which was to ap- 
pear in this issue, has been delayed 
owing to the desire of Mr. Goldberg to 


make revisions in the text. The article 


will, we hope, be ready for publication 


in an early issue. 





Joins LaLonde & Clarke 
ROCHESTER, N. Y.—Robert L. Huf- 


fine, for the past twenty years with 
Adams Bros., of Pittsfield, N. H., is now 
associated with LaLonde & Clarke, Inc., 





ROBERT L. HUFFINE 


well known manufacturers 
grade junior footwear. 

Mr. Huffine entered the firm, effective 
July 1, as an officer and director, and 
the firm name has been changed to Huf- 
fine & Clarke, Inc. 

Through his past activities with 
Adams Bros., Bob Huffine has acquired 
a host of friends among shoe merchants 
from coast to coast, and he is looking 
forward to his initial] trip, which starts 
July 5, when he can again see his old 
friends and show the new line of Huf- 
fine & Clarke. 


of high 


Wilson Connolly on Eastern Trip 


WORCESTER, MAsSS.— Wilson Connolly, 
widely known Pacific Coast representa- 
tive of the Peck Shoe Co., Worcester, 
Mass., was a recent visitor at the fac- 
tory, taking this opportunity of visiting 
his many friends in New York City 
where, prior to his connection with the 
Worcester factory, he was engaged in 
the advertising game. 

Mr. Connolly, who comes from a well, 
known shoe family in Minnesota, has 
proved an able representative of the 
Worcester firm. 











OBITUARY 
Fred P. Schneiders 


CINCINNATI, OHIO—F red P. Schneid. 


ers, 60, cashier and bookkeeper for th 


















United States Shoe Company, Pendle. ,mreiabl 





ton and Dandridge Streets, died at his 
home, 4312 Langland Avenue, North. 
side, of a heart attack June 20. 
Schneiders had been with the sho 
company fifteen years. He was form. 
erly manager of the Sandheger Jistii. 
ling Company. He was a member of 
the Catholic Knights of Ohio. 
Besides his widow, Mrs. Jessi 
Schneiders, he leaves two sons, F redG, 
and Arthur W.; five sisters, Mrs. Id, 
Vogelpohl, wife of John Vogelpohl, for- 
mer mayor of North College Hil); Mrs, 
Alma Uchetrect, Mrs. Cecelia Hodgins, 
Mrs. Emma Bender, all of Cincinnati, 
and Mrs. Stella Giles of New Albany, 
Ind., also a brother, Leo Schneiders. 
Schneiders was a lifelong resident 
of Cincinnati. Burial was in Spring 
Grove Cemetery, Thursday, June 23, 





Perry M, Stansbury 


MASSILLON, OHI0—Perry M. Stans. 
bury, 70, a lifelong resident of Massjl. 
lon and vicinity, died at his residence, 
527 Tremont Avenue, SW, following an 
illness of six months. 

Mr. Stansbury had been engaged in 
the local retail shoe business for the 
past 19 years. The store was opened by 
his son, E, L, Stansbury, in August, 
1913, and he continued it until January, 
1915, when his father became associated 
with him in the business, continuing ac- 
tive in the store until December last. 

Besides his son, Mr. Stansbury leaves 
his widow, Mrs. Elizabeth Stansbury; 
two daughters, Miss Lillian Stansbury, 
at home, and Mrs. Willard Swihart, of 
Massillon; a sister, Mrs. Ida Angstadt, 
of Massillon; two brothers, Charles and 
William Stansbury, both of Massillon, 
and two grandsons. 

E. L. Stansbury is at present con- 
nected with Gerberich-Payne Shoe Co, 
Mount Joy, Pa., whom he represents in 
the Ohio territory. He has not been on 
the road for the past few months on ac- 
count of the illness of his father, but 
expects to be back on the territory 
about July 5th. 





Edward M. Hanley 


Rocuester, N. Y.—Edward M. Han- 
ley, veteran Rochester shoe retailer, 
associated of late years with the J. E. 
Thompson Company, died at his home 
here last week. He was 55 years old. 

Born in Batavia, Mr. Hanley learned 
the trade in Rochester, where he came 
after being educated in Batavia and 
Bergen. He became affiliated with the 
Duffy-Powers Company in 1913, leav- 
ing there to join the Thompson firm. 
He was a member of the Rociester 
Retail Shoe Dealers’ Associatior. 

He is survived by his wife. four 
brothers and four sisters. Funers! and 
burial took place in Batavia. 
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of the liveliest specialty stores in Hart- 
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“~ New Store in Baltimore 
home BaLrimoreE, Mp.—An interesting ad- 
; old, tition to the retail shoe field of Balti- 
.rned # More, Md., will be made early in June 
came (q “tough the opening of the Mary Jane 

and j@ Shoe Shop at 38 West Lexington street. 

» the nsive improvements are being 
leav- (§ Made to the store building at a cost of 
firm. @ More than $1,500. When completed 
aster jg the new shoe shop will be modern in 

every respect with new modern chairs 
four J &td footrests, ete. Hosiery will also 
and fg carried. A section devoted to hosiery 





will be maintained near the entrance. 
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MAYFAIR 


EIGHTH and SAINT CHARLES 


LENNOX 


NINTH and WASHINGTON 


im $T. LOUIS 


In the very center of 
things. Just a step from 
theatre, shoppingand busi- 
ness district. Admittedly 
offering more personal 
room comforts and refine- 
ments than any other 
hotels in Saint Louis. And 
any Saint Louisan will tell 
you that these new hotels 
are decidedly the places to 
dine in St. Louis. 


Coffee Shop 


Garage Service 


Ice-Cooled Air 


in Dining Rooms 


Club Meals 


OPERATED BY HEISS HOTEL SYSTEM 


Holds Business Revival Sale 


SPRINGFIELD, ILL.—A “Business Re- 
vival” sale will continue throughout 
June at the G, R. Kinney shoe store, 
521 East Washington Street. 

C. J. Brahler, manager of the store, 
declared today that “this will be a real 
piece of news to the mother of the 
family who has made the backbone of 
the Kinney success for 38 years. It is 
her buying for her family which has 
enabled Kinney’s to rise to its present 
position of style and value leadership.” 

“In this sale,” said Mr. Brahler, 
“Kinney’s has fairly outdone itself in 
its extraordinary offerings of shoe 
values. Not only have we revived old 
time prices, pre-war level prices, but 
we are offering values for these prices 
absolutely outstanding in merchandis- 
ing history.” 








Stokes Helps in Organization 


New MILForD, Conn.—Sydney Stokes, 
manager of the Walk-Over Shoe Shop, 
New Haven, and president of the Retail 
Division of the New Haven Chamber of 
Commerce, was the principal speaker 
at a meeting called by the New Milford 
Chamber to organize a retail division 
in this community. Mr. Stokes’ subject 
was “The How and Why of Organized 
Sales Efforts Among Retailers.” 
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Where Children Rule 


SEATTLE, WaASH.—Little shoe cus- 
tomers become junior executives and 
run the entire department store of 
Rhode Brothers on “Children’s Day’ 
each year as a special promotion fea- 
ture of this large department store, 
which brings parents, friends and 
neighbors to the shoe departments as 
well as other sections of the store for 
the vision of seeing their protégés in 
power, children eleven years old run- 
ning “a modern emporium. 

Children’s Day, the third Saturday 
of June this year—or June 18— 
follows the immediate closing of the 
Seattle schools, when children are re- 
leased for their play and vacation foot- 
wear and other essentials of summer 
“good times” for romping school-free 
children. 

Rhodes Brothers has developed the 
annual feature as a special institution 
to which the youngsters look forward, 
since they are chosen to head the vari- 
ous departments for the day of days in 
their “young merchandising careers,” 
and junior executives are employed 
throughout. 

The group of well-selected eleven- 
year-old children, both boys and girls, 
shows how early complete “adult intel- 
ligence” is acquired, since they demon- 
strate management ability of a most 
surprising sort. With the regular staff 
retired for Children’s Day, the young- 
sters rule and govern the store that is 
filled with patrons for the occasion. 
Neighbors and friends come and en- 
courage the youngsters who have great 
business careers ahead of them. 

The children’s shoe department, as 
well as the other shoe departments and 
the downstairs shoe store, come in for 
considerable attention on this day, for 
in countless ways, under the impetus 
of special advertising prepared by the 
eleven-year-old advertising manager 
appointed for the day, interest is fo- 
cused upon them. 





Indian Setting Attracts Kids 
WHEELING, W. Va—More than 4000 


people, most of them children, visited 
the Indian Wigwam on the occasion 
of the formal opening of the new Poll 
Parrot shoe department of Stone & 


Thomas department store. The new 
department occupies the extreme north- 
ern section of the downstairs floor. 
Paintings and wigwam reproductions 
were done by J. A. Robinson, widely 
known for his western and Indian 
scenes. Seats are much like those of 
the park merry-go-round, and all 
equipment and ornamentation about 
the wigwam conforms to the American 
Indian theme. 

An Indian in complete regalia 
greeted the kiddies on the occasion of 
the opening and presented each with 
an appropriate souvenir. 

































































































































































































BOOTS AND SHOES 





Abbott Armstrong, Abbott, Inc., Auburn, Me...... 54 
Alden, C. H.,. Co., Abington, Mass..... 

Amesbury Shee Co., Amesbury, Mass 

Apt, E. R., Shoe Co., Manchester, N. H........ 55 
Arrow Shoe Co., E. Boston, Mass................. 57 
Athletic Shoe Co., Chicago, Ill................... 118 
Ault-Williamson Shoe Co., Auburn, Me.......... 38-39 
Baneroft-Walker Co., Boston, Mass............... 10 
Banner Shoe Co., Boston, Mass................... 58 
ee, Bis OA, Widtem, Mt... ccccccccccsse 120 
Bleg Shoe Findings Co., New York City.......... 118 
Bresnahan Shoe Coe., Boston, Mass................ 59 
Capito! Shoemakers, Ine., St. Louis, Mo........... 60 
Carlisle Shoe Co., Carlisle, Pa................... 61 
Chase, W. S., & Sons, Haverhill, Mass........... 118 
Ciapp, Edwin, & Sons, Inc., E. Weymouth, Mass.. 114 
Clinton Shoe Co., Haverhill, Mass................ 62 
Coon, W. B., Co., Rochester, N. Y............... 98 
Conrad Shee Co., Brockton, Mass................. 63 
Consolidated National Shoe Corp., Boston, Mass... 64 


Creseent Shoe Company, Keene, N. H............. 65 
Cupatace, Nathan Shoe Co., Ltd., Montreal, Que., 


Dolman, ine., New York City.................... 67 
Dodge, Bliss & Perry Co., Newburyport, Mass..... 4 
Douglas, W. L., Shoe Co., Brockton, Mass........ 109 
Dunn & McCarthy, Inc., Auburn, New York...... 68 
Durand Shoe Co., Auburn, Me.................... 123 
Ebberts, John, Shee Co., Buffalo, N. Y........... 116 
Enna Jettick Shoe Co., Auburn, N. Y............. 105 
Ephrata Shoe Co., Ephrata, Pa............... 112-120 
Evans’, L. B., Som Co., Wakefield, Mass.......... 119 
Freeman-Thompson Shoe Co., St. Paul, Minn...... 118 
Godman, H. C., Co., Columbus, 0............... 25 
Green, Daniel, Co., Dolgeville, N. Y..... Second Cover 
Green Shoe Mfg. Co., Boston, Mass. ............ 3 
Horwitz, Vincent, Co., New York, N. Y.......... 116 
Huffine & Clark,. Inc., Rochester,.N. Y.......... 121 
Juvenile Shoe Corp., Aurora, Mo.................. 113 
Keystone Slipper Co., Inc., Philadelphia, Pa...... 70 
Kreider, A. &., Shoe Co., Annville, Pa.......... 106 
SRR, 0. Ves GB BORS Diicccccecccccccscccccceces 71 
Marmon Shee Co., Boston, Mass.................. 74 
Meis, Charles, Shoe Co., The, Cincinnati, Ohio.... 75 
Metropolitan Shee Co., St. Louis, Mo............. 


Milius Shee Ce., St. Louis, Mo.................. 


Miller, 1., & Sons, Inc., Long Island City, N. Y. 1 
Moore Shoe Co., The, St. Louis, Mo............. 79 
Musebeck Shoe Co., Danville, Ill................. 5 
Natural Bridge Shoe Makers, Lynchburg, Va... 102-103 
Nettleton, A. E., Syracuse, N. Y................. 114 
Newton-Elkin Shoe Co., Philadelphia, Pa......... 69 
Old Colony Shoe Co., Brockton, Mass............. 14 
Ornsteen, M. T., Shoe Co., Haverhill, Mass...,... 80 
Packard, M. A., Co., Brockton, Mass............. 14 
Pedigo-Lake Shoe Co., St. Louis, Mo,,.......... t 
Phileo Shee Co., Salem, Mass.................... 8! 
Pilgrim Shee Co., Boston, Mass................... si 
Pontiac Shoe Mfg. Ce., Pontiac, Ill......,........ 82 
Progressive Shee Co., Derry, N. H............... 55 
Prospect Shoe Co., Boston, Mass.................. 83 
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Red Cross Shoe Co., Cincinnati, O............... 96d 
Rich Vogel Shoe Co., The, Milwaukee, Wis....... 84 
Richards & Brennan Co., Randolph, Mass......... 14 
Robinson-Bynon Shoe Ce., Auburn, N. Y.......... 45 
Roth Shoe Co., Philadelphia, Pa.................. 118 
Samuels Shoe Co., St. Louis, Mo................. 85 
Scholnick Shoe Co., Boston, Mass................. 86 
Selby Shoe Co., The, Portsmouth, Ohio.......... 87 
Shaft-Pieree Shoe Co., Faribault, Minn........... 120 
Smith, G. Edwin, Shoe Co., Columbus, Ohio...... 88 
Smith, J. P., Shoe Co., Ine., Chicago, Ill......... 116 
Stacy-Adams Co., Brockton, Mass.............. 37-114 
Stetson-Abbott Shee Ce., Auburn, Me............ 116 
Troy, Seymour & Co., New York City...........- 89 
United States Rubber Co., New York City..Front Cover 
United States Shoe Corp., The, Cincinnati, O..... 90 
Unity Shoemakers, Ine., Boston, Mass............ 91 
Vaughan Towle Co., Wakefield, Mass.............. 116 
Virginia Lee Shoe Co., Milwaukee, Wis.......... 92 
Wolff-Tober Shoe Mfg. Co., St. Louis, Mo....... 93 
Zulick, J. S., & Co., Orwigsburg, Pa............. 94 


LEATHER AND OTHER MATERIALS 


Allied Kid Co., Boston, Mass.............. 97, 99, 101 
Amer, Wm., Co., Phila., Pa...... ...-sceeceees 108 
Colonial Tanning Co., Boston, Mass............... 4 
Eisendrath, B. D., Tanning Co., Racine, Wis.... 8 
Evans, John R., & Co., Camden, N. J.......... 42-43 
Felters Co., Inc., New York City..............06 27 
Goodyear Tire & Rubber Co., Akron, Ohio...... 6-7 
Hamel, L. H., Leather Co., Haverhill, Mass., 

Back 
Hubsehman, E., & Sons, Phila., Pa....... Third Cover 
Kopner, C. D., Leather Co., Boston, Mass......... 2 
Lima Cord Sole & Heel Co., Lima, O............. 31 
Lambskin Tanners Association, Inc............... 96a 
New Castle Leather Co., New York City........... 115 
Northwestern Leather Co. Trust, Boston, Mass..... 104 
Skinner, William, & Sons, New York City........ 117 
MAQHINESY. LASTS, MFRS.’ SUPPLIES, DRESS- 
INGS, ETC. 

Oopee Shoe Machinery Corp., Boston and New 

WOE scvacvccdccsccbvvsetececctetscgdstesad 49 to 96 


Leles, Harrar & Chambertin, Ine., Philadelphia, oa 
"a. 


Mears, Fred W., Heel Co.............eeeececees 46-47 


United Shee Machinery Corp., Boston, Mass., 
32-33-34-35 


SHOE ACCESSORIES 


Cariton Cushion Areh Mfg. Co., Chicago, Ill...... 120 
Narrow Fabrie Co., Reading, Pa...............+.- 107 
Schaeffler & Co., Reading, Pa..............ss0005 110 
Zapon Company, Stamford, Conn................. 112 


SHOE STORE EQUIPMENT 


Shoe Form Co., Auburn, N. Y............05-- 114-119 
MISCELLANEOUS 
Glauberg, Max, New York City.................. 125 
Hotel Kenmore, Boston, Mass..................++ 48 
Hotel Lexington, New York City.................. 106 
Hotels Mayfair and Lennox, St. Louis, Mo........ 125 
Kirseh-Blacher Co., Inc., New York City......... 125 
Poster & Deutseh, New York City................ 125 
Simon, 1., Co., New York City.............0..+. 125 
The Chase Hotel, St. Louis, Mo.................. 127 
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James Potter Orr Dies 
[CONTINUED FROM PAGE 16] 


leave us without hope of compensation 
and place us under the implied accusa. 
tion of being mercantile freebootes, op. 
erating our business solely with the 
idea of filching all we can from the 
public and exacting profits based o 
neither reason nor conscience. 

“It is my first duty to restore the 
good name of the merchant and his ser. 
vices, and I expect to devote the year 
in that direction.” 

The last official appearance of Mr, 
Orr before the trade was when he 
served as toastmaster at the Detroit 
Convention and received there an ova- 
tion of friendship such as had not been 
tendered any man in shoes. 

During the course of his life, his lead- 
ership in Cincinnati brought him many 
honors. He was one of the pioneer 
members of the Business Men’s, now the 
Cincinnati Club. He was active in the 
Chamber of Commerce; president of the 
Queen City Club; chairman of the 
“Community Chest” and a member of 
the Rapid Transit Commission. In 1925 
he was elected director of the Chamber 
of Commerce of the United States. He 
was one of the large operators in Cin- 
cinnati downtown real estate, and he 
also had real estate in Florida. He was 
president of the United Shoe Company 
and a stockholder in the Cincinnati 
Baseball Club and took a keen interest 
in all sports and games. 

His funeral brought to Cincinnati a 
host of friends, including Anthony H. 
Geuting, president of the ‘National Shoe 
Retailers Association. His death comes 
as a great blow to Harry C. McLaugb- 
lin of the Potter Shoe Company, who 
has been close to every activity of Mr. 
Orr involving the store, his associa- 
tions, and community work. 


Proud Service Record 
[CONTINUED FROM PAGE 36] 


phere 6f the early nineteenth century. 
Shoes were shown marking the various 
periods from 1780 to 1875, and a priz 
item in the collection was a boot worn 
by the Marquis of Lafayette on his last 
trip to America in 1828. The footwear 
shown was loaned in part by the United 
Shoe Machinery Corporation and in 
part by Providence people who patron- 
ized Peirce’s when it was located in the 
Arcade from 1854 to 1893. 





AND SHOE RECORD 













am 
cha 
alsc 
thre 
tha) 
that 
aga 
inco 


mer 
stra 


and 


that 
noth 
wor] 
sale: 
robo 


H. WA 


A.C. 1 


